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Reinsurance Service is Every- 


thing That You May Have 
a Right to Expect of 
This Company 








OiieReinsurance — 


Des Moine 








A Progressive SURETY and CASUALTY Company 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
cities: 
Hlinois Wiseonsin Missouri Michigan 
Milwaukee ‘8k. Joseph Bay City 
8t. Louis Flint 
Grand Rapids 
Jackson 
Kalamasoo 


Pennsylvania 

Altoona 

Chester 

Erie 

Nebraska Harrisburg 

Omaha Philadelphia 
Lansing Reading 

New Hampshire Saginaw Wilkes Barre 

Coneord York 

ie Nashua 

South Bend 

The Inter-State is the only organization insuring 

only business and professional men for loss from ac- 

cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Tress. 
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A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 

tention of the insurance buying public 
AND | 

BIG COMMISSIONS that make it worth- 


while to the salesman are the reasons for 
the increase. 


Specimen Rate 
Age 35—$16.30 per $1,000. 


Important districts open in Western Michi- 
gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and‘imen spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


Not so many years ago the life insurance business was considered a place for the derelicts of 
other businesses; men fit for nothing else could eke out a living peddling policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man of vision. He must bea fighter. Heneeds brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he 
must be a well-dressed and polished man of the world. In fact he must have every qualification 
necessary to a big business executive. To such men the business of selling life insurance does 
indeed offer wonderful opportunities. For such men there is no business offering greater inde- 
pendence and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which already stretch ™ ri them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every possible point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute knowl- 
edge that every contingency is provided for. 

These advantages are for every man to seek. A word to the company will bring you com- 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 
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BIGGEST MEETING OF LIFE PRESIDENTS 


Sessions Marked by Talent of Speakers--Mellon Tax Reduction Plan 
Endorsed 


PPROVAL of the so-called Mellon plan for 
tax reduction was the outstanding action 
of the Association of Life Insurance Presi- 
dents at its seventeenth annual session held 
at the Hotel Astor last week. Other reso- 
lutions passed referred to the success of 
the meeting and the cooperation shown 
from every hand and also to the death of 

George B. Stadden, late president of the Franklin Life Insur- 
ance Company. 

There was an unprecedented attendance at the two-day 
session, over 400 having registered. These included high com- 
pany officials, State superintendents of insurance, Government 
officials, company and agency organization representatives, 
policyholders and many others. The gathering was treated to 
a varied program, the outstanding features of which were the 
addresses of Chairman Edward D. Duffield, president of the 
Prudential Insurance Company of America; E. H. Lindley, 
Ph. D., chancellor of the University of Kansas; and James W. 
Wadsworth, United States Senator from New York. Interest- 
ing also, as indicating a new trend in public health procedure, 
were the addresses of Dr. Arthur Hunter, chief actuary of the 
New York Life, and Dr. George H. A. Clowes, of Indianapolis. 

As usual, the meeting was called to order by Hon. Job E. 
Hedges, the association’s general counsel, who spoke in his 
accustomed witty vein in introducing Chairman Duffield. 

Mr. Duffield’s opening address, which was summarized. in 
Tue Specrator of last week, told of the tremendous business 
which has been transacted by life companies this year, which 
will outstrip all its predecessors in point of the volume of new 


business. He evidently does not fear the automobile as a com- 
petitor of life insurance, for he called attention to the fact 
that, although the American people indulge in the luxury of 
4,000,000 new automobiles, they also, this year, paid for new 
insurance to an amount little short of 12 billions of dollars. 

Although Hon. Henry C. Wallace, Secretary of Agriculture, 
was scheduled to address the meeting, he was unable to be 
present and telegraphed his regrets. He congratulated members 
of the association on the marked improvement of agricultural 
conditions, which he thought should be decidedly helpful to 
life insurance enterprises, both through enlarged opportunities 
for writing life insurance policies for farmers and in enhanced 
securities for loans made on farm lands. 

Chancellor E. H. Lindley, Ph. D., of the University of 
kansas, Lawrence, was next called upon for his address upon 
“Education a World Underwriter.” Professor Lindley’s ad- 
dress was most cordially received and its tenor was to uphold 
the benefits of education, though, by this word, he did not mean 
merely formal education. Education, he holds, exists to main- 
tain the values of civilization, meaning security, worth and 
variety of experience. Security and worth hold the gains of 
the past; worth and variety of experience make progress pos- 
sible. He praised the pioneers of the olden times, and contrasted 
them with the present-day pioneers and the accomplishments 
of such men as Mr. Edison, who has added fifteen billion dollars 
to world values, receiving but a few millions himself. He 
closed with Walt Whitman’s tribute to pioneers. 

Edward E. Rhodes, vice-president of the Mutual Benefit 
Life, of Newark, next presented his interesting address upon 

(Continued on page 33) 
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GHEN the proposals and policy form became 
blended into one document, there was printed 
thereon a great deal of matter that is not now 
in the modern policy of fire insurance either 
in Great Britain or this country. The feature 
that we are interested in and which appeared 
in these old documents is the classification 
of risks and the rates which were attached thereto. This was 
somewhat differently expressed by the different companies, 
and we have, therefore, deemed it wise to quote not from one 
only but from three or four, and have taken them in chronologi- 
cal order. 

First example: A policy of the Norwich Union Fire Insur- 
ance Society dated the 17th day of June, 1844, sets the classifica- 
tion and rates forth in the following form: 





TERMS OF INSURANCE 
CLASSIFICATION OF RISKS 

First Class, 1s. 6d. per Cent. per Annum, with certain exceptions. 
Buildings of brick or stone, covered with slate, tile, or metal, and their 
contents, in which neither hazardous trades are carried on, nor haz- 
ardous goods deposited. 

Farming stock for a period of less than six months is 1s. 6d. per 
cent for six months and not exceeding one year 2s. per cent. 

Second Class, 2s. 6d. per Cent. per Annum, with certain exceptions. 


Buildings covered with slate, tile or metal, and built of timber or brick 
and timber, and their contents, in which neither hazardous trades are 
carried on nor hazardous goods deposited. 

Buildings covered with slate, tile or metal, and built of brick or stone, 
and their contents, in which hazardous trades are carried on or hazardous 
goods deposited, buildings thatched, having no chimney, nor adjoining 
to a building having a chimney, and their contents. 

Ships in port, harbour, or dock, and the cargoes of such ships, and ships 
building or repairing, barges and vessels of all descriptions (except 
steam vessels) on rivers or canals, and the goods on board such vessels, 
stage waggons and their contents. This Class comprises the stock and 
goods of Cork Cutters, Bread Bakers, Bookbinders and Printers (hav- 
ing no stoves); Apothecaries, Druggists, Chemists (having no labora- 
tories); Pawnbrokers, Hotpressers, Innholders, Stable Keepers, Cur- 
riers (having no pipe stoves) ; Coopers, Carpenters, Oilmen (not being 
colourmen); Pipe Makers, Tallow Chandlers (not being Melters) ; 
the stock in timber yards, also brimstone, hemp, flax, pitch, tar, tur- 
pentine, rosin, oil, saltpetre, spirits, tallow, and other articles of similar 
risk when kept in small quantities by general shopkeepers, in buildings 
not hazardous, as described in the first class. 

Third Class, 4s. 6d. per Cent. per Annum, with certain exceptions. 
Buildings of timber, or brick and timber, in which hazardous goods are 
deposited or hazardous trades carried on, and their contents; buildings 
thatched and having chimneys or adjoining to buildings having chimneys, 
and their contents. 

This Class comprises the stock and goods of Wax Chandlers, Sail 
and Rope Makers, also china, glass, pottery, and articles of a similar 
nature deposited in buildings not hazardous, as described in the first 
Class. 

FourtH Crass, SPECIAL RATES 

Buildings in which manufactories, processes, or trades attended with 
peculiar dangers, are carried on, and their contents. In this Class are 
comprised amongst others, Printers and Book Binders (having stoves) ; 
Tallow Melters, Brewers, Barge and Boat Builders, Coach Makers, 
Cabinet and Chair Makers, Sea Biscuit Makers, Cork Burners, Colour- 
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THE MAKING OF THE HIRE INSURANCE RATE 


Ldward 2. Lardy, fisistant Manager, New York Fire Insurance Exchanges 
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men, Soap Makers, Machine Makers, Musical Instrument Makers, 
Maltsters, Lampblack Makers, Japanners, Floor Cloth Painters, Chem- 
ists (having laboratories); cotton works, distilleries, steam engines, 
turpentine and varnish works, oil mills, wind and water mills, paper 
mills, silk mills, theatres, all buildings containing cockels or stoves 
tobacco and snuff manufactories. 


Second example: In a policy written by the West of Eng- 
land, dated the 4th of October, 1854, this information appears 
in the following form: 


DESCRIPTION OF RISKS AND TERMS OF INSURANCE 
Crass I—Nor Hazarpous 
Buildings—having the external Walls wholly of Brick or Stone, stand- 
ing alone or separated from other Buildings by Party Walls of Brick 
or Stone, and covered with Slate, Tile, or Metal, wherein no hazardous 
Trades are carried on, or hazardous Goods deposited. 


For Sums not exceeding £10,000, Annual Premium (with 
CELA CERGEOHONS)>.. 71cdasin assist wate eset ts. 6d. per Cent. 
Crass IT—Hazarpous 

Buildings—as described in the former class, wherein hazardous Trades 
are carried on, or hazardous Goods deposited—Buildings having the 
external walls of Timber, Plaster, or Brick and Timber, or Brick and 
Stone Buildings, without Party Walls of the same materials, covered 
with Slate, Tile, or Metal, wherein no hazardous Goods are deposited, 
or hazardous Trades carried on. 

Ships and Vessels of all descriptions in Port, Harbour, or Dock, on 
Rivers or Canals, and the Goods on board such Vessels, and Ships 
building or repairing. 

Goods—not hazardous, deposited in hazardous buildings, described in 
this Class. 

Hazardous Goods, and the Stock and Goods of Hazardous Trades, in 
Buildings of the First Class——Hazardous Trades are Brewers (with- 
out any steam-engine), Tallow Chandlers (not Melters), Printers 
(without stoves), Hot Pressers, Calenderers, Bread Bakers, Maltsters 
(who make no Highdried or Porter Malt), Inn Holders, Stable Keepers, 
Dealers in Hay and Straw, Apothecaries, Druggists or Chemists (with- 
out any Laboratory), Oilmen (not colourmen), Pawnbrokers, Curriers, 
Vinters—Hazardous Goods are Hemp, Flax, Pitch, Tar, Saltpetre, 
Turpentine, Naphtha, Rosin, Brimstone, Tallow, Oil, Spirits, and other 
Goods of the like inflammable nature, and Stock in Timber Yards. 


For Sums not exceeding £6,000, Annual Premium (with 
Certain exceptions) .< <i ss ccscescs ccevccesaae ree D Oem Cent. 
Crass I]I—Dousty Hazarpous 

Buildings—having the external Walls of Timber, Plaster, or Brick 
and Timber, or Brick and Stone Buildings, without Party Walls of the 
same materials, and covered with Slate, Tile, or Metal, in which any 
hazardous Trades are carried on, or hazardous Goods deposited. 

Goods—hazardous Goods, and the Stock of Goods of hazardous 
Trades in hazardous Buildings, as described in the Second Class, Prints, 
Paintings, and Drawings, also China, Glass, Pottery, Sculpture, and 
such articles as, by their Fragility, are liable to Destruction. 


For Sums not exceeding £3,c00, Annual Premium (with is 

certain exceptions). .<.:..0 seecjeo ss nate cecosvcess:§f OL 

Larger Insurances on the above Description of Risks may be made 
at the Office, by Special Agreement. 


Crass IV 

To be made by special agreement. On Risks of extraordinary hazard, 
viz:—Barge or Boat Builders, Colourmen, Corkburners, Coopers, Car- 
(Continued on page 15) 
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HE seventeenth annual meeting of 

the Association of Life Insurance 
Presidents brought together the greatest 
array of life insurance executives ever 
assembled in one place, and for that 
reason, if for no other, was conspicuously 
successful. Representatives of great life 
insurance companies from Boston and 
San Francisco mingled with others from 
Minneapolis and New Orleans. In other 
words it was a truly representative 
gathering and no question can be enter- 
tained concerning the ability of such a 
body to fully represent the life insurance 
sentiments of the country. Yet as a 
matter of fact the association works so 
smoothly on its routine tasks that the 
annual meeting is able to practically fore- 
go business entirely and, outside the 
passage of a few resolutions of impor- 
tance, the attendants had full opportunity 
to use their time to advantage in getting 
in touch with some of the best thought 
outside and inside their business on ques- 
tions of the moment. The talent available 
for the program of such a meeting is of 
the very best, a condition naturally fol- 
lowing out of its representative character. 
Then, too, it affords executives a golden 
opportunity to talk over things with other 
executives, and to meet men whose 
names, if not their faces, are familiar. 
The one outstanding matter in the way 
of business was the passage of a resolu- 
tion endorsing fully the Mellon plan for 
tax reduction. It is to be hoped that 
Congress in its wisdom will realize the 
force that is behind that resolution, and 


the vast number of life insurance policy- 
holders who are fully represented in it, 
and act accordingly. 





LTHOUGH the fire loss in the 

United States and Canada in No- 
vember last was less than $30,000,G00, 
having touched a lower level than in any 
of the preceding months of this year, 
except July, August and September, the 
total for the first eleven months of this 
year exceeded $363,000,000, and was 
about $5,000,000 less than in the corre- 
sponding period last year. The total loss 
in 1922, as compared by The Journal of 
Commerce, was nearly $411,000,000, and 
the outlook for this year is for a loss 
approximating $400,000,000. In view of 
all the circumstances, it is hardly to be 
expected that there will be any material 
underwriting profit on the transactions of 
the current year. 





Pe interesting report has been made 
by the Bureau of the Census con- 
cerning the mortality rate in the registra- 
tion area of the United States, which em- 
braces 85 per cent of the total population. 
While the rate for 1922 was 11.8 per 
thousand of population, or .2 higher than 
in 1921, it was considerably lower than 
the rate in 1920, which was 13.1 per 
thousand. The low rates in both 1921 and 
1922 speak well for the general health 
conditions of the country. 

The constant efforts being made to- 
ward better sanitary conditions among the 
people, particularly those living in the 
larger cities, have doubtless had much to 
do with the results shown in the Bureau’s 
report. 





T is difficult to see how the exclusion 

of strong fire, life and casualty insur- 
ance companies from Missouri is going to 
be of advantage to the citizens of that 
State. A number of Massachusetts com- 
panies which have for years been supply- 
ing sound indemnity to Missourians are 
now threatened with such exclusion be- 
cause the laws of Massachusetts do not 
happen to provide for licensing in that 
State a reciprocal exchange from Mis- 
souri, without regard to its financial 
strength. If there should be legislation 
enacted in Massachusetts to provide for 
the admission of reciprocals, certainly 
logic ought to be more effectual in bring- 
ing it to pass than strong-arm methods. 
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REDUCES RATES ON PARTICIPATING 
POLICIES 


Aetna Life Business Reaches a Stage 
Justifying Cut 

Substantial reductions in premium rates on 
participating policies, and increased dividends 
on such policies now in force, are among the 
several important phases contained in the A=tna 
Life Insurance Company’s new rate manual, 
which will become effective January 1, 1924. 
Reduction in semi-annual, quarterly and 
monthly premiums, and the liberalization of 
the disability clause in the participating depart- 
ment, also are provided for in the new manual. 

In a formal announcement of the manual 
changes just made public, the company says: 


The Aftna Life Insurance Company not only 
has one of the largest non-participating life 
businesses in the world, but in its participating 
department it also ranks among the great com- 
panies of the country. Through its conserva- 
tive management in the past, it has built up a 
large surplus in this department, and is now 
justified in substantially decreasing the cost of 
insurance to its participating policyholders 
through an increased dividend scale. This is 
done with confidence that the dividend scale 
now being adopted can be maintained and even 
increased in the future by the continuation of 
normal business conditions. 


The reductions for semi-annual, quarterly 
and monthly premiums will be effective on all 
plans of life insurance. The extra cost of 
paying semi-annually and quarterly has been 
reduced from one-half to one-third below that 
formerly in effect. The cost of paying monthly 
premiums under the new plan is no higher than 
that formerly charged on quarterly premiums. 

Participating straight life and limited pay- 
ment policies are offered in the new manual to 
replace the former participating endowment at 
age eighty-five policy, which is eliminated. The 
decided preference for straight life in the pur- 
chase of long-term policies, and the far su- 
perior old age income policies now offered, 
have helped to bring about this change. The 
guaranteed value for these new participating 
policies will be the same as for non-participat- 


ing. 


A. L. Linder Elected Secretary 

A. L. Linder, chairman of the board of 
directors of the Public Life Insurance Com- 
pany, Chicago, was recently elected secretary 
of the company to fill the vacancy caused by the 
death of J. W. Singleton. The choice of Mr. 
Linder was unanimous and, in order to devote 
his entire time to carrying out the requirements 
of the new post, he resigned from the direc- 
torate of the Public Life, Fred H. Welsch tak- 
ing his place on the board of directors. Mr. 
Welsch resigned as first vice-president of the 
company for the purpose of accepting the 
chairmanship of the board. 

The accession of Mr. Linder as secretary 
of the Public Life is retroactive to November 
30 and he has already taken up his duties. By 
reason of his election, his progressive ability, 
proved by long and faithful service, will have 
wider scope and the arrangement should be 
mutually beneficial to himself and to the com- 


pany. 
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AGENTS IN NEW YORK CITY 


having excess or surplus life insurance lines to place will be interested 
to know that The Prudential Insurance Company of America an- 
nounces the following increased limits of amounts of insurance. 


New Total 

Insurance Insurance 

Within 

12 Mos. All Kinds 
Age 15 nearest birthday ................ $10,000 $10,000 
* 16 ee aa pansivers ow ated 20,000 20,000 
" Az “ ee ned ee eae eee eens 30,000 30,000 
“18 7 pase eoomeee eae 40,000 40,000 
19 - OSH hee sence aneaess 50,000 50,000 
* 20 “ Oe ee aed ena ds 75,000 75,000 
21 7  eeeadeauee ees 75,000 100,000 
22 zi 8 8@6— pea e nee eea s 100,000 125,000 
23 ia ee re er oe 125,000 150,000 
‘* 24 si CO ee eee 150,000 200,000 
Ages 25 to 50 nearest birthday................ 250,000 250,000 
Age 51 nearest birthday..................... 240,000 240,000 
4152 ‘ eau wdeeutues 230,000 230,000 
53 = eae eeecnses 220,000 220,000 
54. “ haere ee eels 210,000 210,000 
55 -  _ epademuseade 200,000 200,000 
*. 456 “ ge oeeutenaeee 4 170,000 185,000 
“57 ewe eee eater 150,000 170,000 
58 si CO estos 130,000 155,600 
59 " ee eewetanee eas 115,000 140,000 
60 e mile Ban SEAS 100,000 125,000 
‘¢ 61 Se ea meee as 90,000 110,000 
“* 62 - Pe eo eannwe ens 75,000 95,000 
63 7 B= eh ps arora 60,000 80,000 
“ 64 “ _  gafeh nk anaes 50,000 65,000 
‘ 65 ‘ eh aaianMlatn Kee we 35,000 50,000 
‘ 66 pr acre eee re 25,000 25,000 


This increase in limits of The Prudential, coupled with the re- 
markably low net cost of Prudential insurance, plus Prudential 
service and Prudential policies, are at your command. 


Manhattan Ordinary Agency 
Henry L. Rosenfeld, Manager 


46 Cedar Street New York City 
Telephones—John 4247-4248 


The Prudential 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 


If every wife knew what every widow 
knows every husband would be insured 
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ACCIDENT PREVENTION 
COURSE 





Maryland Casualty Co-operates with 
Electric Vehicle School of 
Instruction 
SEEK TO ELIMINATE TRAFFIC 
DANGERS 
jssociated Lighting Companies Accept 
Plan for Including Lectures on Safety 
Methods in Regular Curriculum 





The recent report on the number of deaths 
in automobile accidents during the year, as 
compiled by the Census Bureau at Washing- 
ton, showed that during 1922 the total of such 
fatalities in the registration area was 11,066. 
These figures point to an increase of 1408 over 
the preceding twelve months and are derived 
from a survey of about 85 per cent of the popu- 
lation of the country. The alarming loss of 
life and destruction of property by automobile 
accidents has turned the attention of many 
persons toward the elimination of these evils, 
and insurance companies particularly are bend- 
ing their efforts toward teaching motorists how 
to avoid danger. 

In keeping with the advances being made in 
the matter of accident prevention, the Mary- 
land Casualty Company, with the permission 
and co-operation of the Electric Vehicle School 
of the Associated Lighting Companies, New 


York city, has introduced into the regular 
curriculum of that organization, a_ safety 
course for electric truck chauffeurs. The 


Electrig Vehicle School, organized by ‘the 
automobile bureau of The New York Edison 
Company, and now in its third year, was estab- 
lished for the instruction of drivers of storage 
battery cars and seeks to educate men in the 
direction of maintenance and care of trucks 
and batteries. The addition of accident pre- 
vention lectures will not only tend to reduce 
the number of accidents which occur but, in so 
doing, will lower the expenses of operating a 
fleet of electric trucks. 

Through William D. Hales, safety super- 
visor at the home office in Baltimore, the Mary- 
land Casualty Company, which insures the 
trucks of the Consolidated Gas Company of 
New York, arranged the details of the plan. 
The first session of every second month of the 
Electric Vehicle School will devote a major 
portion of its time to a discussion of traffic 
tules, handling of cars on congested streets, 
accidents which have occurred, etc. Prizes will 
he awarded to those who show the most inter- 
est in the subject and who offer the most 
helpful suggestions for the prevention of auto- 
mobile accidents. M. L. Hoffacker, chief safety 
engineer of the engineering and rating bureau 
of the Maryland Casualty Company, will be 
in direct contact with Charles R. Skinner, pes 
Manager of the automobile bureau of The New 
York Edison Company, under whose auspices 
the classes are being conducted, and a repre- 
sentative of the Maryland Casualty will be 


Present at each of the chosen periods to guide 
the talk along proper lines and to cite cases for 
general discussion. 


By this means it is hoped 





that electric truck drivers will be made to real- 
ize the importance of accident prevention, both 
in relation to their cars and to the pedestrian 
public. 

Mr. Skinner, who is also chairman of the 
Electric Vehicle Club, when interviewed by a 
representative of THE Specrator, said: “There 
can be no doubt but that the course will be 
of real benefit. It should interest every one in 
the electric truck industry in the New York dis- 
trict and should be the means of ultimately re- 
ducing operation expense on such cars. Electric 
trucks already have a lower record of accidents 
than any other type of motor vehicle, due to 
their maneuverability and ease of control, but 
this new addition to the curriculum of our 
school will be the means of still further safe- 
guarding electric truck owners and the public.” 


Appointed Chicago Manager of Ohio 
Casualty 

Cuicaco, Itt., December 7.—Ralph L. Blum 
has been made manager of the Chicago branch 
office of the Ohio Casualty Company of Hamil- 
ton, which has been licensed for automobile and 
plate glass insurance in Illinois. 

In 1913 Mr. Blum became connected with 
the Chicago Bonding and Insurance Company 
and five years later he went with Moore, Case, 
Lyman & Hubbard in charge of the burglary 
and plate glass departments. Mr. Blum was 
appointed superintendent of the burglary and 
plate glass departments of the Federal Surety 
at Davenport in 1920 and last year returned to 
Chicago to go with the Integrity Mutual in 
charge of burglary, plate glass and bonds. 

Form New Agency In Phoenix 

B. C. Sturges, manager of the National 
Surety Company’s branch office at Phoenix, 
Arizona, together with his assistant, J. H. Lob- 
dell, has formed with W. B. Barr and J. L. 
Barr, formerly operating under a co-partner- 
ship agreement, a corporation to be known as 
the Barr Agency. 

This agency will act as the National Surety’s 
general representative in Phoenix, the com- 
pany having closed its branch office in that 
city. 

The Barr brothers operated as the Barr 
Agency and have reported business for many 
years to the National Surety Company through 
its Phoenix branch office. 


Reciprocal Dividends 

Austin, TEx., December 10.—Recommenda- 
tion is made for the issuance of a ruling pro- 
viding that no participating casualty insurance 
company or association shall be allowed to pay 
dividends to its policyholders or subscribers 
oftener than annually, by the examiner in the 
report of examination of the Lumbermens Re- 
ciprocal Association of Houston, Tex., just 
made public by John M. Scott, Texas Commis- 
sioner of Insurance. 

In the opinion of the examiner such a ruling 
would eliminate the distribution of surplus funds 
accumulated during former years, but would 
also restrain the various insurance carriers from 
paying unjustified dividends solely for adver- 
tising purposes. 


CASUALTY MEN TO MEET 


Illinois Association Has Passed 
Through Turbulent Period 


H. L. JONES UP FOR PRESIDENCY 


Formulated Policy for Dealing with Viola- 
tions of Rules Which Has Been 
Successful 


Cuicaco, Itt., December 10.—The Casualty 
Underwriters Association of Illinois will hold 
its annual meeting and election of officers in 
the auditorium of the Insurance Exchange, Fri- 
day, December 14, at 11 o’clock. 

The committee on nominations for new offi- 
cers for the ensuing year has submitted the 
following names, to be voted on at the general 
meeting: President, Harvey L. Jones, man- 
ager, Maryland Casualty Company; vice-presi- 
dent, John H. Walker, Moore, Case, Lyman 
& Hubbard; secretary, Louis J. Kempf, man- 
ager, Travelers Insurance Company; treasurer, 
Donald M. Wood, Childs, Young & Wood. 

For members of the executive committee the 
following have been nominated: Charles H. 
Burras, Joyce & Company; H. S. Slipner, 
Metropolitan Casualty; George D. Webb, 
Conkling, Price & Webb; George Tramel, man- 
ager of the A2tna Casualty, and Karl King, 
Fred S. James & Company. 

President Philip B. Hosmer announces that 
this forthcoming meeting will be one of the 
most important meetings the association has 
ever held. Since the organization was created 
in January of this year for the purpose of 
promoting the interests of casualty insurance 
in the State of Illinois and to bring into more 
close relationship those engaged in the business 
as well as to formulate and adopt rules and 
regulations for the government of business 
practices, the association has had a more or less 
interrupted career. 

ConpITIONS PROMPTING ORGANIZATION 

The association was in many respects formed 
for the purpose of placing into effect the rules 
promulgated at that time for the reduction of 
acquisition costs in the casualty business, and 
in an endeavor to see that these rules were 
carried out in spirit as well as to the letter. 

Henry B. Bale, Chicago manager for the 
Standard Accident, was the first president of 
the association, who resigned several months 
ago when dissatisfaction and numerous com- 
plications arose over the enforcement of the 
new casualty cost rules. He was succeeded 
by Philip B. Hosmer, the present incumbent. 
Soon after Mr. Hosmer took office the agency 
committee of the National Bureau of Casualty 
and Surety Underwriters conferred with off- 
cials of the Casualty Underwriters Association 
of Illinois over conditions here, and several 
of the abuses which had been complained of 
were taken up. This series of meetings, held 
the latter part of September, resulted in the 
members of the association reaffirming the cas- 
ualty acquisition cost rules, and the pledge made 
for their faithful observance. The executive 
committee was instructed and empowered to 
give immediate consideration to special re- 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE 2 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 

















Now, Ready? 


Kentucky Field Annual 


and Insurance Directory 


1923 Edition 


In its new form, the Kentucky Field Annual and 
Insurance Directory (1923), has just made its ap- 
pearance. Not only does it encompass the usual! data 
of companies and agents, by cities, but it sets forth 
in plain language, explanations of the princizles of 
insurance, the proper methods of figuring the profits 
in the business and other data helpful in classifying 
as to solvency the several types of carries in accord 
with the state law. 

In addition to the special features these Field Annuals 
give all the data contained in the usual state directory 
—and more. 








THE INSURANCE FIELD CO., Inc. 
P. O. Box 617, Louisville, Ky. 


Send me a copy of the 1923 Kentucky Field 
Annual and Insurance Directory. Enclosed check 
for $5.00 to cover cost. 
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PAN-AMERICAN 


LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


er re ae eae $11,171,260.67 
New Insurance Paid for 1922...... 21,305,237.00 
Paid for Insurance in Force Decem= 

aS SS re ere 90,759,578.00 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice-President and 
General Manager, New Orleans, U. S. A. 














INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 





Fo a a tae oP me BAIS Spt $ 32,633,933 .05 
AAI ES ocsteriok si sacinins Susie oreo eases 28,512,821 .50 
CI AE EN SUIT PIS 5-55.05: 55 9:50 0s oss enorevensrercsnrere 4,121,111 .55 
TRSUPBNCE EOL CE o.5 6.5.0.4 6. ses bi 0: esevsieiesiewlngicieces 230,322,163 .00 
Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 

ASAIO RN 6 od vise srcnare ores cial ato ER $30,051,860 .92 





JOHN G. WALKER, President. 
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quests of any member for special arrangements 
peculiar to such member's organization. At 
that time special attention was given to com- 
plaints regarding plate glass commissions, and 
rules were drawn up which satisfactorily dis- 
posed of this matter. Certain matters pertain- 
ing to the burglary insurance line were also 
disposed of when a special committee report 
was adopted which favored the granting of 
concessions to those companies which were then 
not in accord, if such matters were formally 
gbmitted to the executive committee of the 
Illinois Association. 

With these extensive powers granted the 
executive committee, it was seen that a strong 
executive committee was necessary, with a 
chariman who could intelligently and fairly 
dispose of the matter brought before the com- 
mittee. Harvey L. Jones, manager of the 
Maryland Casualty, who is now nominated for 
president of the association, was named chair- 
man of the executive committee. 

Mr. Jones, whose company was one of the 
frst to ratify the casualty acquisition cost rules, 
and which, it is stated, has religiously adhered 
to them, now reports that the conditions in the 
casualty business in Chicago and surrounding 
territory have never been more stable at any 
time since the rules were first placed in opera- 
tion than they are now. There are, he says, 
some cases of infractions, but these are com- 
paratively few, and are being dealt with satis- 
factorily. The policy adopted by the execu- 
tive committee of the association, in dealing 
with such violations of the rules, has been to 
take up such matters directly with the home 
ofices of the companies through National 
Bureau headquarters. This plan, he says, has 
resulted in the correction of the majority of 
violations, and has been effective in placing 
the casualty business in this territory on a sound 
ethical basis. 


National Surety’s Convention Plans 


Transportation plans for the general agency 
convention of National Surety Company agents 
which will be held in Los Angeles, California, 
during February, are now being made by the 
company’s agency department staff. 

Who the delegates are will be determined 
by production figures about the 15th of Janu- 
ary. The company’s representatives are re- 
quired to produce a certain increased volume 
over that which they produced last year, in or- 
der to share in the enjoyments of this won- 
derful trip. 

_ The figures thus far indicate that the ma- 
jority of the company’s representatives in the 
field will be eligible to attend the convention. 
This means an entourage of approximately 
one hundred and fifty. 

The delegates will enjoy sight-seeing trips 
on the way to Los Angeles, it being planned 
to take in the Canyon and other Sante Fe 
historic points. From Los Angeles, the dele- 
gates will journey out to the Catalina Islands, 
Santa Barbara, Santa Monica, San Bernar- 
dino and Beverly Hills, where they will visit 
the Pacific Coast home of the chairman, Wil- 
liam B. Joyce. The return trip will be made 
via Chicago to New York. 





BUREAU REPORT 


F. Robertson Jones Gives Summary of 
Year’s Activities 
MEMBERSHIP INCREASED BY TWO 
Eleventh Annual Report Shows Effective- 
ness of Bureau’s Work 
The eleventh annual meeting of the Work- 
men’s Compensation Publicity Bureau, of which 
F. Robertson Jones is secretary-treasurer, was 
held last week. Mr. Jones, in report 
showed that the organization now has sixteen 
company members, a gain of two since the 

previous annual report. 

The organization examined over 2500 legis- 
lative bills during the year from a total of 
fifty-two legislative sessions. Of these bills 
1119 were found to have some effect on casu- 
alty insurance, either directly or indirectly, and 
of them 284 became law. This was an increase 
of forty-three bills over 1921. Mr. Jones 
states that of the important bills opposed in 
their entirety few were passed without some 
satisfactory amendment. 

The report continues: 


his 


Yet. in spite of the increase in the number of bills 
enacted (and it was expected because of the increase 
in the number of bills introduced our in- 
extremely fortunate in that no 
really drastic notwithstanding 
the fact that we faced, probably, more hostile legis- 
lation than in any previous year in the history of the 


affecting 
terests), we were 


measures became law- 


Bureau. 


Constructive LEGIstaTivE Work 
Our constructive legislative efforts during this year, 
as in the past, have been exerted in the direction of 
promoting better insurance laws in so far as they affect 
the lines of insurance in interested. 
This has been particularly true as regards the enact- 


which we are 


ment of reasonable and practicable workmen’s com- 
pensation laws in those States having legislative 
sessions where such laws do not exist; and in im- 


proving laws hy amendment. As in the past, we have 


sought outlets for our activities wherever and when- 
ever opportunities were offered, 

The of automobile owners or 
operators become a 
portance from the legislative viewpoint during the last 
few years. This year it received attention 
from the legislatures of twenty-four (24) of the States 
States Congress) that were in legis- 
Arkansas, Colo- 
Maine, Massachusetts, 
Nebraska, 


Rhode 


bonding or insuring 


has subject of increasing im- 


serious 
United 


(and the 


lative session: namely, Connecticut, 


rado, Georgia, Illinois, Indiana, 
Minnesota, Missouri, 
New York, Ohio, 
Island, South Dakota, Texas, United 
States Congress, Vermont, and Wisconsin, 


Altogether there were sixty (60) bills introduced deal- 


Michigan, Montana, 


New Jersey, Pennsylvania, 
Tennessee, 


Virginia 


ing with this subject—six (6) having been enacted— 
one in the following States: Tllinois, Michi- 
Montana, Ohio, Vermont and Virginia (at the 
special session of the legislature of that State). In 
some of these States the bills included a bonding pro- 
vision but did not permit, as an alternative, the issu- 
ance of an insurance policy. Wherever this was the 
case, the suggestion was made that the bill be amended 
other instances, 


each of 


gan, 


to include an insurance section. In 
bills, through inadvertence, were defectively drawn so 
as to render bonding or insuring onerous, even though 
the bill itself the issuance of a 
policy as well as a bond. In these cases suggestions 
were for redrafting or amending the bonding 
or insuring sections so as to remove the objectionable 


specifically allowed 


made 


features. In most instances amendments incorporating 


our suggestions were accepted. 
State WorKMEN’S 


OpposiTION TO MONOPOLISTIC 


COMPENSATION INSURANCE 
The Bureau, during the year, was under the neces- 


9 


sity of combating, in the following ten (10) jurisdic- 


tions, bills providing for monopolistic State work- 
men’s compensation insurance: Alaska, District of 
Columbia, Congress, Kansas, Massachusetts, Minne- 


sota, Missouri, Montana, New York, Utah and Wis- 
consin—three (3) bills of this character (two of which 


were counterparts) having been introduced in Massa- 


chusetts and three (3) in New York (two of which 
were counterparts), In 1921, when approximately 
the same number of legislatures were in session, 


monopolistic workmen’s compensation State insurance 
fund bills were introduced in fifteen States—indicat- 
ing a falling off this year of 331/3 per cent in the 
aggregate number of jurisdictions invaded by this 
character of legislation. That no special significance 
may be attached to this decrease, however, may be 
concluded from the fact that in the jurisdictions 
affected this year, this kind of legislation was urged 
with marked intensity (especially New York, Minne- 


sota and Wisconsin). 


Tue 1924 LeGis_ativE Sessions 1n RELATION TO 
WorRKMEN’S COMPENSATION 
The following eleven States (and Congress) will 
have regular legislative sessions in 1924: Georgia, 


Kentucky, Louisiana, Maryland, Massachusetts, Missis- 
York, Rhode Island, South 
Of these, only Mississippi 
are without compensation laws, 
situations will have to be met 
Columbia, Maryland, New York, 
Rhode Island and Virginia. 


sippi, New Jersey, New 
Carolina and 
South Carolina 


More or less serious 


Virginia, 
and 


in the District of 


Casualty Exchange Disbanded 

The Casualty Insurance Exchange, New 
York, held a special meeting in that city last 
week, at which it was voted to disband the 
organization and go out of business on Janu- 
ary I, its operations to pass into the hands of 
a committee under the jurisdiction of the Na- 
tional Bureau of Casualty & Surety Under- 
writers. 

The resolutions authorizing the transfer were 
presented and adopted and the following com- 
mittee of bureau companies was named to 
supervise the putting into effect of their provi- 
sions: Aetna Life, Ocean Accident & Guaran- 
tee, United States Casualty, Maryland Casu- 
alty, Globe Indemnity, Hartford Accident & 
Indemnity and Travelers. The committee or- 
ganized by electing John S. Turn of the Aetna 
as chairman and Thomas J. Grahame of the 
Globe Indemnity as secretary. 


J. H. Dittman Appointed Superintendent 

J. H. Dittman, formerly first assistant super- 
intendent of the burglar division of the United 
States Fidelity & Guaranty Company, Balti- 
more, has just been made superintendent to fill 
the vacancy caused by the sudden death of F. 
M. Sporrer in an automobile accident recently. 
Mr. Dittman is well qualified to carry out the 
duties assigned to him, for he had been in 
intimate touch with the burglary department of 
the U. S. F. & G. for some time and is per- 
sonally known to all the men under his super- 
vision. 


First Issue of Workmen’s Compensation 
Bulletin 

The Workmen’s Compensation Publicity 
Bureau, F. Robertson Jones, secretary-treasurer, 
has started the publication of an attractive lit- 
the house organ titled “Workmen’s Compensa- 
tion Bulletin.” The first issue consists of a 
symposium of arguments pro and con on monop- 
olistic State funds. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co, 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $3,869,851.08 
Capital - - - - 750,000.00 
Surplus - - - - 608,462.35 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,311,388.73 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 








CORRESPONDENCE INVITED 
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Tre Fidelity an (@sualty (omnpany of NewYork 


The 
Greater Reward 


In celebrating its Diamond Jubilee in 
the United States, The Liverpool and 
London and Globe measures its success 
by something more than the gratifying 
increase in premium income that has 
attended its growth. The strongest 
tribute to its seventy-five years of en- 
deavor is the confidence that is reposed 
in the “L. & L. & G.” to-day by the 
homes and industries of the nation. 


No guardian of national welfare could 
ask for a greater reward. 


—1876— ROBERT J. HILLAS, Pres. —1923— 
Total Assets - - Over Twenty-nine Million Dollars 


Total Reserves - - Over Twenty Miliion Dollars 
Surplus to Policyholders Over Eight Million Dollars 


Losses paid to June 30, 1923 about Ninety-eight 
Million Dollars 
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OBERAMMERGAU IN 
AMERICA 


passion Players’ Tour Made Possible 
by Insurance 


LIVES OF ALL PLAYERS INSURED 


Venture Is Also Protected by Public Liabil- 
ity, Workmen’s Compensation and 
Other Insurance 


The “Oberammergau in America” exhibition, 
which begins its tour of this country in the 
Grand Central Palace, New York, on December 
1s, would not be possible but for insurance. 
Oberammergau is bankrupt. The collapse of 
the mark, following the disastrous financial 
results of the production of the Passion Play 
in 1922, has left this famous Bavarian village 
only a stock of carvings and other art objects 
and its artisan-players. So the carvings brought 
to this country are protected by an “all-risk” 
policy of $25,000, while the life of Anton Lang, 
the celebrated Christus of the Passion Play, is 
insured in a like amount. The entire company 
of more than a score of men is insured. 
Andreas Lang, Sr., the Peter of the play, 
Guido Mayr, the Judas, and Andreas Lang, Jr., 
chairman of the Passion Play committee, are 
given policies of $5000 each, and the remainder 
of $3000 each. In addition, the venture is pro- 
tected by public liability, workmen’s compensa- 
tion and insurance safeguarding the handling 
of the funds. 

“Oberammergau in America” will show the 
Passion players at work at their traditional 
trades in a typically native setting. Replicas 
of houses will be set up against an Alpine 
background. Wood carving has been the life 
of the village since the time of the Crusades. 
But it has been a constantly growing art, adapt- 
ing itself to the development of art without 
losing its native character. Devotional images, 
drawing ornaments, picture frames, 
grotesques, lamps, candlesticks and toys are 
carved from wood with the greatest delicacy. 


room 


. Andreas Lang, Sr., is famous for his carvings 


, 


of Da Vinci’s “Last Supper,” and he has also 
executed a crucifix of heroic size for the ex- 
hibition. Anton, potter, and 
his famous Passion Play stove, made of col- 
ored glazed pottery, will be seen here. Others 
engage in art metal work and engraving. The 
needle work of the women of Oberammergau 
will interest women visitors. 

The exhibition in Grand Central Palace will 
be open from December 15 to January, when 
it will be removed in its entirety to Cleveland. 
Arrangements have been made for showings 
at Cincinnati, Chicago, St. Louis, Kansas City, 
Milwaukee, Baltimore, Washington and Bos- 
ton, with the strong possibility of visiting the 
Pacific Coast. 

The expense of bringing the players and 
their art works to this country has been under- 
Written by a committee of Americans, who re- 
ceive neither interest upon nor profit out of their 
advances. The total net returns, above actual 
expenses, go, first, to the relief of Obermmer- 
gau, insuring the production of the Passion 
Play in 1930, in accordance with the vow made 


however, is a 


to the Almighty more than three centuries ago. 
All in excess will be devoted to the feeding of 
the children of Bavaria. 

The Oberammergau reception committee is 
headed by George Gordon Battle as national 
chairman and Governor Alfred E. Smith as 
New York State chairman. Other officers are: 
Addison Van Tine, treasurer; Elmore Leffing- 
well, secretary, and Ludwig Nissen, chairman 
of the executive committee. Its members are 
widely known. 


Raymond L. Hills Appointed 

The Central West Casualty Company, De- 
troit, has. announced the appointment of Ray- 
mond L. Hills as manager of its accident and 
health department. Mr. Hills is well qualified 
for his new post, as he has had a long ex- 
perience in handling these lines, having been 
connected with the Travelers Insurance Com- 
pany prior to his present move. 

Mr. Hills joined the Travelers in 1904, and 
for three years served in various clerical 
capacities. From 1907 to 1911 he was assistant 
to Vice-President Page, and was then ap- 
pointed supervising underwriter for the com- 
pany’s accident and health business in Canada 
and the States of Wisconsin, Michigan, Minne- 
sota, Iowa and South and North Dakota. 
During 1921 he revised the company’s accident 
manual and then specialized in policy forms 
and underwriting rules. He also conducted 
the sickness and accident division of the 
Travelers extension school. Mr. Hills’ present 
position should prove mutually beneficial to 
himself and to the Central West Casualty. 


Death of Benjamin Sturges 
Benjamin Sturges, resident vice-president at 
New York for the Independence Indemnity 
Company, died suddenly at his home in Bloom- 
field, N. J., last Sunday, following a stroke of 
apoplexy. Mr. Sturges had identified 
insurance circles for more than thirty 


heen 
with 
years, and the news of his death came as a 
shock to his many friends in the business. 

Mr. Sturges was fifty-six years of age and 
had been resident vice-president of the In- 
dependence Indemnity for about a year, having 
joined the company at its inception and having 
organized its affairs in the New York metro- 
politan district. Prior to this he had been con- 
nected with the Fidelity & Casualty Company 
for twenty-nine years and had risen to be man- 
ager of the New York office of that company 
at the time President Holland of the In- 
dependence Indemnity succeeded in securing 
his services. 

Mr. Sturges had made many friends among 
casualty company men and brokers, and his loss 
will be regretted by all. He is survived by 
his wife, two daughters and one son. The New 
York branch of the Independence Indemnity 
was closed yesterday afternoon as a token of 
respect for the memory of the man who had 
done so much toward its success. 

Y., have 
Accident 


H. C. Weller & Co., Inc., Eagle Bay, N. 
accepted an agency for the Zurich General 


and Liability Company, Ltd. 


It 


COMMISSIONERS END 
SESSIONS 


Committee Appointed to Consult 
Union and Bureau Companies 
Anent Western Situation 


SEEK EQUITABLE SOLUTION OF 
PROBLEMS 


Agents’ Association Also to Be Conferred 
With—Resolution Allowing Reinsurance 
Companies to Take Credit for Deposits 
in Foreign Banks Is Passed 


The National Convention of Insurance Com- 
missioners concluded the last of its mid-winter 
sessions at the Hotel Astor, New York city, 
on Wednesday of last week. Fire insurance 
questions occupied most of the time on the sec- 
ond day as well as on the first, and the element 
among the Commissioners which had attacked 
the problem of equitable rates during the meet- 
ings on Tuesday, again made itself heard when 
Commissioner Wells of Minnesota presented a 
resolution dealing with the agency situation in 
the West. 

The resolution, as submitted and as finally 
adopted, read: 


Whereas, By reason of the existence of a 
controversy between the group of stock fire 
insurance carriers known as the Western Union 
and the Western Insurance Bureau, which tends 
to disrupt and disturb the fire insurance busi- 
ness in the section of the country known as 
the Western department of the respective 
companies within which are located several of 
the Central Western States; and 

Whereas, There exists a discrimination in 
scale of commissions in favor of agents lo- 
cated in certain so-called excepted cities, as 
against fire insurance agents located elsewhere, 
which condition, together with the action being 
taken with reference to the separation on ac- 
count of the differences in scales of commissions 
between the so-called Union and Bureau com- 
panies tends toward the further increase in the 
cost of fire insurance to the public; and 

Whereas, The cost of operation of the fire 
insurance carriers at this time approaches the 
sum of 44 per cent of the premiums charged, 
with no present indication of a reduction there- 
in: now, therefore, be it 

Resolved, That a sub-committee of five of 
the fire insurance committee of the National 
Convention of Insurance Commissioners be ap- 
pointed to hear and confer with the National 
Board of Fire Underwriters, the so-called 
Union companies, the so-called Bureau com- 
panies, the National Association of Insurance 
Agents, the so-called non-affiliated companies 
and other similar and interested parties, to 
the end that one central organization of stock 
fire insurance carriers be organized and an 
agreement be formulated and entered into by 
and between said central organization and the 
National Association of Insurance Agents, and 
that said agreement he submitted by said 
special committee to this convention for its 
approval thereof, which agreement shall include 
and establish a uniform scale of commissions 
on all kinds and classes of business transacted 
by said insurance carriers and agents, the same 
to be applicable to the entire territory of the 
United States in which said carriers now or 
shall hereafter operate; provided, that in the 
event of the failure of said committee to effect 
such an agreement that they shall report such 
fact to this convention, together with a pro- 
posed bill for enactment into law by the re- 
spective States in such terms and conditions 
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IT OPENS THE DOOR 


The business card of The Lincoln National Life. 


agent bears an actual photograph of Abraham 
Lincoln on its back. 


This likeness of Lincoln impresses the promise 
that the honorable traits in the make-up of 
Abraham Lincoln are to be expected in the bus= 
iness dealings of The Lincoln National Life. 


Our salesmen have found that the high service 
ideals of The Lincoln National Life have made it 


pay to 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 


Now More Than $285,000,000 in Force 











THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 

Cloth Binding, 200 pages 


Price, postpaid, $4 


THE SPECTATOR COMPANY 
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CHICAGO 


ACCIDENT INSURANCE MANUAL 


VEST POCKET SIZE 


Presents at once in a comprehensive and compact manner 
synopses of all policy forms and premium rates of the leading 
accident and health Companies. Every accident and health 
insurance agent should have this book. Entirely new in size, 
shape and arrangement of contents. 


PRICE $4.50 PER COPY 


Liberal discounts on quantity orders. 
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as the facts brought out by the hearings and 
conferences with the respective organizations 
heretofore mentioned require to eradicate the 
conditions recited and complained of. 

As will be seen, this resolution provides for 
a committee of State Insurance Commissioners 
which will seek to establish a scale of acquisi- 
tion costs in the indicated territory on such a 
basis that it will prove acceptable to both 
agents and companies. The committee ap- 
pointed for the purpose consists of Commis- 
sioners H. P. Dunham, Connecticut; S. W. 
McCulloch, Pennsylvania; J. C. Luning, 
Florida; A. M. Wash, Kentucky, and B. T. 
Bullion, Arkansas. The adoption of the Wells’ 
resolution brings the question of the contro- 
versy between the Union and Bureau, and its 
resultant effect on fire insurance agents in the 
West, into the realm of State legislation. This 
was, perhaps, to have been expected following 
the failure of the Union, Bureau and National 
Association of Insurance Agents’ representa- 
tives to come to some agreement at their re- 
cent meeting. Whether the intervention will 
have a stabilizing effect or not remains to be 
seen and will probably not be fully revealed 
until the gathering of the National Conven- 
tion of Insurance Commissioners at Seattle, 
Wash., in July. 


Provision For A. F. R. A. Companies 


Another interesting feature of the Wednes- 
day meeting was the resolution introduced by 
Samuel W. McCulloch of Pennsylvania, which 
provided that the seventeen insurance com- 
panies in the American Foreign Reinsurance 
Association should be permitted to take credit 
for their cash deposits in banks in foreign 
countries without removing the funds them- 
selves. The utility of the suggestion and the 
fact that the total sum so involved would aggre- 
gate only about $600,000 precluded any objec- 
tion being raised and the resolution was ac- 
cepted by the house. 

The two committees recommended in the re- 
port of the fire insurance committee to con- 
sider the 3 per cent conflagration reserve and 
the 5 per cent underwriting profit of fire insur- 
ance companies were as follows: On the con- 
flagration reserve: T. S. McMurray, Jr., In- 
diana: Stacey W. Wade, North Carolina; S 
W. McCulloch, Pennsylvania. To determine 
valuation methods as to the 5 per cent under- 
writing profit: H. P. Dunham, Connecticut : 
Francis R. Stoddard, Jr.. New York; J. C. 
Luning, Florida; A. M. Wash, Kentucky: 
Bruce T. Bullion, Arkansas. 

The committee on workmen’s compensation 
insurance, as part of its report, submitted a 
resolution confirming the members’ belief in the 
Present system of supervision over the making 
of rates for this class of business and express- 
ing the opinion that workmen’s compensation 
rates are now being arrived at in a proper 
manner and one which takes cognizance of the 
duty which the whole fabric of insurance owes 
to itself and to the public. The extension of 
the existing practices to such States as have 
not yet adopted them with regard to work- 
men’s compensation was also recommended and 


the resolution was passed by vote of the con- 
vention, 


At the suggestions of Col. Joseph Button, 
Virginia, and Commissioner McMahon, South 
Carolina, committees were appointed to draw up 
resolutions of regret at the deaths of former 
Commissioners McSwaine of South Carolina, 
Donahue of New Hampshire and Tuttle of 
New Jersey. The resolutions, when submitted 
toward the close of the convention, were adopted 
by a rising vote. In order to express the gen- 
eral sentiment of the Commissioners regarding 
the Nation’s loss in the passing of Warren G. 
Harding, a memorial committee consisting of 
Insurance Commissioners H. L. Conn of Ohio; 
A. S. Caldwell of Tennessee; Henry D. Apple- 
ton of New York, and A. I. Vorys of Ohio, 
was chosen to formulate a resolution paying 
tribute to the character and achievement of the 
late President. This resolution will be offered 
at the spring meeting, if one is held, or else 
at the summer meeting. 

It was decided that the mid-summer con- 
vention of the Commissioners should gather 
at Seattle, Wash., during the week of July 27. 
H. O. Fishback, Insurance Commissioner of 
that State and president of the convention, made 
the announcement in his closing remarks and 
dilated upon the arrangements which had 
already been made. In addition to the business 
which will come before the house, these con- 
sist of an overnight trip into Rainier Park 
and a boat-ride on Puget Sound to Victoria, 
B. C. Tf it is decided to hold a spring meet- 
ing, it would probably be at Pinehurst, N. C., 
said President Fishback, who then thanked the 
delegates for their splendid accomplishments 
during the two-day sessions and adjourned the 
convention. 


EXPULSION THREATENED 
New York Fire Insurance Rating Organi- 
zation Warns Three Companies of 
Infraction of Rules 

The New York Fire Insurance Rating Or- 
ganization held a meeting on Friday of last 
week at which it gave instructions that three 
company members, charged with violation of 
its rules, be notified that unless the violations 
were withdrawn in ten days, expulsion from 
the organization would immediately follow. 

Deviation from rules filed for any company 
which was a member of the New York Rat- 
ing Organization would constitute an offense 
which could he referred to the State insurance 
department for investigation, but the organiza- 
tion apparently prefers to do its own disciplin- 
ing. Because of its place in the fire insurance 
business in New York, this body is practically 
responsible for the actions of its members and 
its present course of action would indicate that 
it fully intends to live up to the obligations 
placed upon it. The present ultimatum is the 
first drastic measure of its kind adopted by 
the organization to bring refractory members 
into line but it was felt that circumstances 
justified the remedy and that the result will 
be all that could be desired. 


Tlon. Joseph Button, Virginia Commissioner of 


Insurance, has approved new workmen’s compensa- 
tion rates in that State, which will become effective 
January 1, 1924. 
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SEPARATION DISCUSSED 


Virginia Will Be Represented at Pro- 
posed Joint Meeting 








ENDORSE S. E. U. A. RESOLUTION 





No Definite Action to Be Taken—Legisla- 
tive Measures Discussed 

RicHMOND, VA., December 10.—A joint meet- 
ing of the executive and legislative committees 
of the Virginia Association of Insurance 
Agents, and the chairmen of all standing com- 
mittees of the association was held in Richmond 
last Thursday to discuss separation in Virginia, 
as proposed by the Southeastern Underwriters 
Association, the local board co-operation reso- 
lution passed by the association at its semi- 
annual meeting held in Pinehurst, N. C., last 
month, and proposed legislative measures in 


Virginia. The next meeting of the legisla- 
ture of State will be held in January and Feb- 
ruary. ‘ 

Those attending the meeting Thursday 


decided that they were without sufficient in- 
formation as to the sentiments of Virginia 
local agents on the separation movement to 
take action at the present time, though the 
executive committee will send a sub-commit- 
tee to the proposed meeting of committees 
from all State Associations in Southeastern 
Underwriters Association territory on separa- 
tion. 

The Virginia Association heartily endorses 
the local board co-operation resolution passed 
by the Southeastern Underwriters Association 
and L. T. Dobie, president of the association, 
and C. P. Walford, Jr., chairman of the execu- 
tive committee, were appointed a special com- 
mittee to confer with the special committee 
of the Southeastern Underwriters Association 
on this subject. 

Several rumors of proposed legislation, 
among them a State insurance fund, were dis- 
cussed informally at the meeting. It was 
decided that it was unnecessary for the legis- 
lative committee of the Virginia Association to 
take action at the present time. It is generally 
conceded that the recent disastrous fires at the 
State Normal, at Farmville, and the Virginia 
Polytechnic Institute, at Blackstone, have effec- 
tively checked the State fund movement. 





Frank Damkoehler Dead 


Frank Damkoehler, secretary oi the Con- 
cordia Fire Insurance Company of Milwau-. 
kee, died on Friday last at his home, following 
an illness of several months. Funeral services 
were held Monday at his home, following which 
the body lay in state for two hours at the 
Trinity Lutheran Church. 

Mr. Damkoehler was associated with the 
Concordia Fire during his entire business 
career of fifty-one years, having started with 
it as an office boy in 1872. He successively 
became clerk, treasurer, assistant secretary and 
secretary. 

In 1877, Mr. Damkoehler married Miss 
Emma Schmitt of Buffalo, by whom he is sur- 
vived. They had six children, all of whom 
are living. He was a member of the German 
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Ghe Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











LIFE INSURANCE COMPANY 


An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 


Agents wanted in Indiana and Ohio. 





WESTERN RESERVE 


MUNCIE, IND. 


JOHN W. DRAGOO, Secretary 














FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 
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Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 


B¢4LTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


giving references. 
Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 

















Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Iasurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 











Technology of Fire Insurance 
AND GUIDE TO 
FIRE INSURANCE SURVEYING 


By John Howard-Blood 


A new, comprehensive English work of over 600 pages, treating 
in much detail and with numerous illustrations 
FIRE DETECTION AND EXTINCTION 


CHEMISTRY OF COMBUSTION 
VALUATION, APPRAISEMENT AND AS- 


SESSING 
TABLES, FORMULAE AND GENERAL 
DATA 


PLANS AND PLAN DRAWING 
REPORTS OF SURVEYS 

BUILDING CONSTRUCTION 
ARTIFICIAL LIGHTING 

ARTIFICIAL HEATING AND DRYING 
POWER GENERATION AND TRANS- 
- MISSION 

This work contains a vast fund of information, under many 
sub-divisions, concerning matters of 


PRACTICAL INTEREST TO UNDERWRITERS AND 
INSPECTORS 


Price, cloth binding, $9.50 per copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 

















THE MORAL HAZARD 
By William Vlachos 


The most menacing factor in fire insurance is bad 
moral hazard. It has been well said that 
‘‘The rate is based on the physical hazard; the 
moral hazard is insured without remuneration” 

In an absorbingly interesting booklet entitled ‘“The 
Moral Hazard,” William Vlachos, an insurance in- 
spector of long and varied experience, describes some 
of his most instructive inspections, each one of which 
illustrates pointedly a phase of moral hazard. 


ANY ONE OF THESE STORIES MAY SAVE A LOSS. 


Special Agents, Inspectors, Adjusters, Underwriters and 
local Agents can read this book with 
PROFIT TO THEIR COMPANIES 


PRICE: In lots of 100 or more, $40 per 100. 


THE SPECTATOR COMPANY 
CHICAGO 
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Press Club, the Wisconsin Club, the Milwau- 
kee Athletic Club and the Trinity Lutheran 
Church. ; 

The offices of the Concordia were closed on 
Monday out of respect to Mr. Damkoehler. 


FIRE & 
LAUNCHED 
Will Have $400,000 Capital and $600,000 

Net Surplus—Being Organized by 

London Assurance 


MANHATTAN MARINE 


The Manhattan Fire & Marine Insurance 
Company of New York is being organized by 
interests identified with the London Assurance 
Corporation and notice to this effect has been 
published in accordance with the regulations 
pertaining to such matters. The company will 
be the American running-mate for the older 
institution and is to have a net surplus of 
$00,000 and a capital of $400,000 at its incep- 
tion. It will write all the lines written here 
by its foster parent, with the exception that, 
in the beginning, it will not undertake marine 
lines. 
The name of the Manhattan Fire & Marine 
has been approved by the insurance depart- 
ment of the State and the permanent directors 
" will be made up of those now acting as United 
States trustees and officers of the London As- 
surance and it is probable that some of the 
home office executives of the latter will also 
serve on the board of the new company. Sec- 
retary S. I. E. Crouch of the London Assur- 
ance, who has been in this country pending the 
formation of the Manhattan Fire & Marine, re- 
turned home on the Aquitania last Saturday. 
The United States manager of the London 
Assurance, John H. Packard, stated that the 
new organization would probably commence 
actively writing business about the first of 
January. The London Assurance is one of the 
most prominent British companies in the United 
States and the solidity of its financial founda- 
tion, as well as the many satisfactory contacts 
it has made on this side of the Atlantic, will 
provide the Manhattan Fire & Marine with a 
strong entering wedge. 


—Fire Chief L. T. Jones of Richmond, Va., has 
issued a warning to citizens of the town, pointing 
out the extra holiday fire hazard. Especial stress is 
laid on the danger of using cotton decorations and 
candles to illuminate Christmas trees. 


UNDERWRITING PROFIT AND LOSS 
CALCULATIONS 


E. G. Richards Believes Present System to 
Be Faulty 


During the past week the question as to the 
most accurate method of determining the un- 
derwriting profits and losses of fire insurance 
companies has again been under discussion. At 
the sessions of the National Convention of In- 
surance Commissioners and its fire insurance 
committee the question was brought up, and 
a few Commissioners advocated the rescinding 
of the plan adopted two years ago by the Na- 
tional Convention of Insurance Commissioners 
and the National Board of Fire Underwriters, 
which is in accord with the underwriting ex- 
hibit in the statement blank. After considerable 
discussion, it was decided by a large majority 
vote to retain the present system of calculat- 
ing underwriting profits and losses. 

An article appeared last week in the Journal 
of Commerce describing the plan suggested by 
Ellis G. Richards, formerly United States 
manager of the North British and Mercantile, 
and which will be fully set forth in a book 
soon to be issued by Mr. Richards. In brief, 
Mr. Richards takes exception to the use of 
the full amount of the unearned premium as 
representing the actual liability under outstand- 
ing policies, his claim being that about 55 per 
cent of the unearned premium reserve will be 
sufficient, through a period of vears, to cover 
all obligations under the policies for which 
the reserve is maintained. He therefore holds 
that, when calculating underwriting profit or 
loss, the unearned premium reserve, required 
by law to be used in measuring the solvency 
of a company, does not accurately state the 
actual liability under unexpired policies, because 
the reserve is based upon the total premium 
received and is approximately proportioned to 
the length of time the insurance still has to run, 
as compared with the entire period for which 
it is written. Therefore, he argues that the 
unearned premium includes the same proportion 
both of losses and expenses payable out of 
the premium, whereas the expenses have already 
been paid and practically the only liability re- 
maining against the company is for losses still 
to occur before the policies expire, and a small 
amount of return premiums on cancellation. 

From elaborate calculations of the transac- 
tions of the companies operating in New York 


for the last twenty-two years, Mr. Richards 
deduces that the ratio of losses incurred on the 
fire business was 52.82 per cent. As this period 
covered the great conflagrations of the last 
quarter of a century, he assumes that this is 
a fair loss ratio, and, making a small allow- 
ance for cancellations, concludes that 55 per 
cent of the unearned premium reserve will prove 
sufficient to cover the outlays necessary to be 
made in future on outstanding risks. This 
leads him to the conclusion that the true meas- 
ure of the future liability of companies under 
unexpired policies is approximately 55 per cent 
of the statutory unearned premium reserve, 
and that this amount, instead of the entire un- 
earned premium reserve, should be deducted 
from premiums, along with losses and expenses 
incurred, in arriving at the true underwriting 
profit. He further says: 

Premiums are designed as well as expected 
to cover the cost of fire losses, of expenses and 
premiums returned for cancellations and rein- 
surances, and leave some profit. Expenses are 
paid from year to year from current premiums, 
hecause of which unearned premium reserves 
carry no liability for expenses. Cancellations 
occur almost wholly in the year in which pre- 
miums are written, and those that occur there- 
after upon policies outstanding from previous 
years are very few. Fire loss cost, however, 
is a future contingency and is practically the 
only liability to which unearned premiums are 
subject. Thus the outgo from unearned pre- 
imiums on unexpired policies, following the end 
of a profit period, consists only of fire losses 
and a small fraction for cancellations. What- 
ever remains is accumulated profit. 

Mr. Richards explains further that expenses 
due to the business on the books, having been 
charged when written, should not again be 
charged, as is the case on the present reserve 
basis. The method in vogue among foreign 
companies in calculating profits or losses is to 
charge 50 per cent of the increase in premiums 
written in the profit calculation period. 

The results worked out by Mr. Richards for 
the twenty-two-year period, according to the 
different formulas, are as follows: 

Upon his plan there was an underwriting 
profit of 4.07 per cent of the net premiums; by 
the foreign method, 4.33 per cent; and by the 
Commissioners—National Board plan, 1.27 per 
cent. 





—The American Life Reinsurance Company, Dallas, 
reports new business of $2,600,000 in November, this 





being the best month in company’s history. 








The Making of the Fire Insurance Rate 
(Continued from page 4) 
penters, Cabinet Makers, Couch Makers, Distillers, Floor-cloth Painters, 
Japanners, Lamp Black Makers, Pipe Makers, Printers (with stoves), 
Machine Makers, Maltsters who make High-dried or 
Melters of Tallow or Rough Fat, Musical Instrument Makers, Oil, 
Spermaceti, Wax, Saltpetre or Sugar Refiners, Sail Makers, Soap 
Makers, Sea Biscuit Makers, Ship Chandlers, and other Trades of the 
like nature: Spinners and all other Manufacturers of Cotton, Hemp, 
Flax, or Wool, Corn and Flour Mills, and Mills of every other descrip- 
tion, Sugar Grinders and Varnish Makers; Buildings, with the Goods 
therein, in which Gas is prepared or made; Theatres and all other places 
of Public Amusement; Thatched Buildings in Towns and Villages; also 
Buildings covered with Thatch, in which Fire Heat is used, with haz- 
ardous Goods or hazardous Trades therein; Chemists’ Laboratories; 
and any other risk of more than ordinary Hazard, by reason of any 


Steam Engine, Stove, Kiln, Furnace, Oven, or other Fire Heat, used in 


the process of any Manufactory. 


Porter Malt, contained. 


fied in this Policy. 
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Machinery and Fixtures to be separately specified, these not being 
considered part of the Mill, or Building, in which the same may be 


Wearing Apparel, Linen, Plate, Printed Books, and Liquors, in pri- 
vate use, may be insured under the general Description of Furniture; 
and the Premium thereon will depend on the Description of the Build- 
ings, and Nature of the Goods and Trade carried on therein. 

Watches, jewels and trinkets, Musical Instruments, Pictures, Prints, 
and Drawings, China, Glass, Earthenware, House and other Fixtures, 
Looking Glass Plates, Medals, Coins, or other Curiosities and Sculp- 
tures, are not included in any Insurance, unless such Articles are speci- 


Persons Insured for Seven Years at Once, are allowed an Abatement 
of One Year‘s Charge both of Premium and Duty. 
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Live Men Wanted 


B* the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 













Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 36th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance Co. 
CINCINNATI, OHIO 





















CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 

“THE OLDEST SCOTTISH INSURANCE OFFICE” 

U. S. Head Office: 
555 Asylum Street Hartford, Conn. 

CHAS. H. POST, U. S. Manager 

R. C. CHRISTOPHER, Assistant U. S. Manager 



















UBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old established 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard‘treatises on these-subjects. 

SEND TEN CBNT STAMP FOR CATALOGUB. 


FHE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORK 


SEVENTY-EIGHT YEARS AGO 


in 1845, the Mutual Benefit Life Insurance Com- 
pany was organized and established in Newark, 
New Jersey, as a purely mutual institution for 
the benefit of its policyholders. Its beginnings 
were small, but the foundation was firmly laid. 
The Company has grown steadily from year to 
year and its present standing results from con- 
tinued adherence to the purpose of the founders 
of the Company. That purpose was to issue 
simple, straight-forward policies of life insurance 
at the lowest possible cost consistent with abso- 
lute security and liberal treatment of policyholders. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, New Jersey 
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SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 





























C. A. CRAIG, President iW. S. BEARDEN, saa 
tonal ES Accident I : 
cel eiigcartonscadiedl cciden a ae Admitted Assets December 31, 1922 $486,382.00 
siianeiinieinateiniimeiiaaiall 











W. A. JOHNSON, Pres. J. A. WALKER, Sec’y and Treas. 


Missouri Life and Accident 


Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $150,000.00 































Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one -~ 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 


THE CHILD’S 20-PAY LIFE OPTIONAL ENDOWMENT 
POLICY OF THE 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its won- 
derful selling features. If you are interested, write for copy 
of ‘‘Making Dreams of Your Children’s Future Come True,” 
and our attractive proposition to agents. 


J. R. RAILEY, Manager, E. L. BLACK, State Manager, 
Southwestern Department, P. O. Box 299, 
401-2 Mercantile Bank Bldg. Newport, Arkansas 


Dallas, Texas. 
W. H. SAVAGE, Vice-President, Los Angeles, California. 














Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 







Sound = Progressive = Successful 


Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 














‘‘Keep Southern Money at Home”’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of “‘The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


Gtton States 





LIFE INSURANCE CO-menent 
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OPPORTUNITY FOR 
AMERICAN INSURANCE 
COMPANIES TO SECURE 
REPRESENTATION 

IN CANADA 


Prominent Canadian firm, with 
large connections, has facilities for 
handling increased representation 
in every branch of insurance, in- 
cluding fire, casualty, surety and 
automobile. 


Write to J. W. L. FORGET 
50 Pine Street, Room 701 
New York 











How Fire Agents Can Hold Their Business 


Many a fire insurance agent has lost a good- 
sized line of insurance through his neglect to 
give his customer as good service as some 
competitor has offered. Apathy in this respect 
is almost certain to result in loss of business 
which might be retained and increased by 
proper attention to the interests of the insured. 
One way in which the insurance upon large 
establishments may be placed or retained upon 
the agent’s books is by the co-operation of the 
Phillips Company, Chicago, which for twenty 
years has been financing the installation of 
automatic sprinkler equipments in business 
plants. This organization has a plan whereby 
it installs superior automatic sprinkler protec- 
tion for the customers of insurance agents at 
once, such equipment being paid for out of the 
future savings in the premiums on the fire in- 
surance carried. 

The system also gives companies full satis- 
faction, as the plans for sprinkler installation 
will have the approval of their experts. Such 
a system also gives a complete service for the 
agents’ customers, and at the same time pro- 
tects the accounts. 

It is only natural for insurance men to be 
interested in such a plan, revealing as it un- 
doubtedly does a means whereby benefit will 
accrue to the agent, the company, and last, but 
by no means least, the policyholder ; and agents, 
when they are threatened with the loss of a 
line, now often turn to this modern method 
of holding their business. New business is 
always welcome, but the modern agent must 
be careful that the business he looks upon as 
secure does not become the new business of 
some other fellow. 


W. O. Payne, recently appointed general 
agent for the National Surety Company at Lit- 
tle Rock, Arkansas, and formerly manager of 
the company’s branch office in that city, relin- 
quished his agency connection in Arkansas. 


Pittsburgh Fire Increases Capital 

At a recent meeting of the stockholders of 
the Pittsburgh Fire Insurance Company, Pitts- 
burgh, it was voted to reduce the par value of 
the stock from $50 to $25 per share and to in- 
crease the capital of the company by $100,000. 
This action was approved by J. J. Leyden, 
chief examiner of the Pennsylvania Insurance 
Department, who credited the company with 
an intact capital of $200,000 and a surplus of 
about $162,000. 

Control of the Pittsburgh Fire went to 
backers of the Great Western and Marquette 
National lire Insurance companies in April, 
1922, but, though there has been a rumor con- 
cerning projected mergers, F. J. Matre, presi- 
dent of the company, has decided to keep the 
identity of the Pittsburgh Fire separate be- 
cause of its old charter and splendid agency 
organization. The 4000 shares of stock com- 
prising the recently-voted increase were sub- 
scribed by F. J. Matre & Company of Chicago. 
Advices received from President Matre in- 
dicate that after the new year the Pittsburgh 
Fire will increase its capital and surplus to 
over one million dollars. 


Gives Course in Auto Insurance 


Not content with having launched seven in- 
surance courses, the Insurance Society is start- 
ing another, which is a course of five lectures 


on automobile insurance. The details of the 


course are as follows: 


AUTOMOBILE INSURANCE LECTURES 


December 19, 1923.—Growth and history of 
automobile insurance and effect on other 
lines.—Frederick Hoadley, secretary, Amer- 
ican Insurance Company. 

January 9, 1924.—The underwriting of auto- 
mobiles against fire and theft—Ralph H. 
Goodwin, manager automobile — branch, 
eastern division, Firemans Fund Insurance 
Company. 

January 23, 1924—Automobile fire and theft 
loss adjustments.—J. T. Dargan, Jr., assist- 
ant general adjuster, Home Insurance Com- 
pany. 

February 6, 1924—The underwriting of auto- 
mobiles against liability, collision and 
property damage hazards—Edmund Ely, 
manager automobile department of the 
Automobile Insurance Company of Hart- 
ford, also of the AZtna Casualty & Surety 
Company. 

February 20, 1924.—The loss adjustments of 
automobile liability. collision and property 
damage.—Fred H. Rees, attorney of record, 
Commercial Casualty Company. 





The Insurance Year Books for 1923 

1 am happy to say the books have come 
to hand, and this is just a word to compliment 
you upon the manner in which the books are 
gotten up. It is needless for me to remark 
that | consider the books among the most valu- 
able references in this department, and I can 
hardly see how any parties interested in insur- 
nee work can do without them. The books 
re not only valuable on account of the statis- 


are 
tics contained in them, but also on account of 
the general information given on all kinds of 
insurance.—/J. C. Luning, Insurance Commis- 
sioner, Florida. 

I assure you of my appreciation of such 
valuable data regarding all classes of insurance 
as contained in these volumes.—Will Moore, 


Insurance Commissioner, Oregon. 
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THE 


FIRE INSURANCE 
POCKET INDEX 


for distribution to policy 
holders and prospects 


A WONDERFUL WORK OF 
REFERENCE—THE BEST 
AND EARLIEST CHART 


Every Fire Insurance Agent 
Needs it in his business 


The Fire Insurance 
Pocket Index 


contains a vast amount of 
condensed information, includ- 
ing Statistical Tables and Lists 
of 


ALL STOCK FIRE INSURANCE COM- 
PANIES 


operating in the United States 


200 IMPORTANT MUTUAL Com- 
PANIES 


ALL LLOYDS AND RECIPROCALS 
ALL UNDERWRITERS’ AGENCIES 


CLASSIFICATION OF PREMIUMS 
AND LOSSES 

UNDERWRITING PROFITS AND 
LOSSES 


Also other Useful Information 


It is the Earliest Chart Published 
It is Issued Yearly in March 
It Contains 108 Pages 
and is 


A POCKET ENCYCLOPEDIA OF 
FACTS AND FIGURES 


It posts the agent and enables him 
to intelligently advise his clients. 


PRICES 
Per copy, Manila Tag, 75 cents 
100 copies, with imprint $30. 


E Special rates for large quantities 


THE SPECTATOR COMPANY 
Publishers 


CHICAGO NEW YORK 














THE SPECTATOR 
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THE METROPOLITAN CASUALTY 


Insurance Company of New York 


FIDELITY SURETY 
BURGLARY CASUALTY 


A Pioneer in Plate Glass Insurance 


R. HOWARD BLAND, Chairman of the Board. 
EUGENE H. WINSLOW, President. 
S. WILLIAM BURTON, Vice-Pres. and Sec’y-Treas, 
ALBERT H. LAHY, Asst. Sec’y-Treas. 


Home Office 
47 CEDAR STREET, NEW YORK CITY 























MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President 


General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 











UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH QIILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 


——————— 
———=—== 
——<———— 


The Insurance Advertising Conference 


The interest of the whole insurance fraternity has been 
awakened by the activities of the Insurance Advertising Cop- 
ference. At the recent meeting of the Conference in St. Louis, 
companies and agents alike were represented. New and pro- 
gressive thinking was brought to bear on the advertising and 
selling problems of insurance, and all who attended came away 
with a broader realization of the possibilities of advertising. 

The Fidelity-Phenix has long been a believer in the carefully 
planned, vigorously pushed selling and advertising that has been 
successful in producing new business for many local agents, 


This company is always glad to co-oper- 
ate in furnishing excellent selling aids for 
all lines of insurance. Write to the 
Advertising Department for a complete 
sample set. 


FIDELIT Y-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 
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OXGsRANG 

HENRY EVANS CORAL pase sia 

Chairman of the Board on 
Capital: 


C. R. STREET ‘ y 
President ee Z 


- ERICA FORB” 
New York 


Five Million Dollars 





Chicago Montreal San Francisco 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 


Reserve for Unearned Premiums.............. $1,161,651 .59 

CADE DON a er ee ee ae 329,994 .01 

ROR oe fa aici vu avsyaiwiisve wiele lore elets $500,000 .00 

BR BET IIIS 5 so sore. 5 os cise eis seers cies ee 1,079,671 .23 

Surplus'to Policyholders................:> 1,579,671 .23 
MUPERIGABORES:. «cox 55 « 4sso'eo Secor $3,071,316 .74 


E. B. Addison, Vice President 
Wm. Palmer Hill, Asst. Secretary 
Leake, General Agent 


Wm H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer J.M 

















ACTUAL MARKET VALUES USED FORALLSECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 

Cash Capital, $2,250,000.00 

Net Surplus, , 4,436,386.20 

Surplus to Policyholders, 6,686,386.20 

Total Assets, 15,090,687.21 

EASTERN DEPARTMENT WESTERN DEPARTMENT 

NEAL BASSETT, President NEAL BASSETT, Pres. & Mgr. 
JOHN KAY, Vice-Pres. & Treas. WELLS T. BASSETT, Sec’y & 


A. H. HASSINGER, Secretary Asst. Manager 
NEWARK, N. J. CHICAGO, ILL. 

















UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-22 : $10,288,123.11 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-22 : $1,696,939.07 


EASTERN DEPARTMENT: 
45 John Street, New York City 
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COMMISSIONERS’ RESOLUTION 
DISCUSSED 


Chicago Executives See Little Hope in 
Renewed Conference 

Cuicaco, Itt., December 11.—The injection 
of the Insurance Commissioners into the con- 
troversy between the Union and Bureau com- 
panies has been the subject of much comment 
on the part of company officials in this city 
during the last two days. The resolution 
adopted at the Commissioners’ Convention in 
New York last week calling for an investiga- 
tion of the situation in Western Union territory, 
looking toward one central rating bureau and 
4 uniform scale of commissions on all kinds 
and classes of business applicable to the entire 
United States, came as more or less of a sur- 
prise to many officials here, both of Union and 
Bureau affiliations. 

One prominent Union company official, who 
was a member of the Union committee at the 
Tri-Lateral Conference, declares that he can- 
not see what the commissioners can gain by 
calling such a conference as is proposed. He 
calls attention to the fact that every vital point 
involved in the controversy was carefully dis- 
cussed at the recent conference, with an ap- 
parently final disagreement. He doubts if the 
commissioners will be any more successful in 
bringing the two organizations together than 
was the National Association of Insurance 
Agents. There appears no doubt but what the 
Western Insurance Bureau will agree to enter 
the proposed conference with the commission- 


Dearicultan “t 
of tata mae 


70th 
ANNUAL STATEMENT 


JAN. Ist, 1923 


Capital........ $1,000,000.00 
Assets......... 8,036,901.63 
Liabilities. .... 4,955,239.55 


Net Surplus to 
Policyholders. 3,081,662.08 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 








New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
. H. Porter, S. A., Rochester 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A., 514 Eighth Avenue, Bklyn. 
_. New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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NEW YORK SURVEYS 

The Conran Case—What It Means.—This 
noted case, which probably will come to be 
distinguished as a celebrated case, was heard 
by the full bench, seven members of the Court 
of Appeals. The decision in favor of the 
New York Fire Insurance Exchange was com- 
plete. The opinion handed down is so clean- 
cut and decisive that it settles, probably for all 
time, the question as to the right of the com- 
panies to establish their own tests for devices 
for which they may be asked to make allow- 
ances. The tests, of course, must be available 
to all who apply, and of course must be fairly 
applied. These two points were not in ques- 
tion in this case, since the attempt was to 
secure allowance for a device without submit- 
ting it to the body established by the companies 
for testing such devices. To all concerned the 
decision is extremely gratifying, especially its 
clean-cutness. 

The Insurance Institute of America.—The 
executive committee of the Insurance Institute 
held its monthly meeting on the 12th instant. 
There numerous matters of routine to 
dispose of. The most important subject be- 
fore the committee was the beginning of the 
the committee on education. This 
committee held a meeting during the forenoon 
and then had lunch with the members of the 
executive committee for the purpose of talk- 
The chairman of the 
executive committee is W. G. Falconer, presi- 
dent of the Norwich Union Indemnity Com- 
pany, and the chairman of the committee on 
education is L. N. Denniston, the noted special- 
ist in educational work for the Travelers In- 
surance Company. If all things planned go 
through the Institute will make rapid strides 
during the year. 

Due to Carelessness.—The announcement 
of the Bureau of Fire Prevention that one-half 
of New York city’s fires are due to carelessness 
There 


is a general agreement among all those who 


were 


work of 


ing over their work. 


contains a statement which is not new. 


are familiar with the statistics that this is about 
the proportion of fires due to carelessness of 
all the We do not need more 
statistical knowledge in regard to causes of 
We do need more enlightenment on the 


fires that occur. 


Gres 
subjcct of removing those causes. Perhaps we 
need more power to enforce our own regula- 
tions 

Unemployment Insurance. 
much this form of insurance may be argued 


—~However 


against, there is a deep underlying conviction 
that it is a necessary supplement to a highly 
developed industrial nation, especially one de- 
voted to mass production. The hat, cap and 
workers who are proposing to put 
this into their next contracts may be considered 
as only the leaders of the movement. The 
proper thing to do is not to stand on the side 
lines and hoot at it, but rather to take hold 


and devise the best method of handling it. 
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millinery 


BOSTON AND VICINITY 

Rating Course Opens.—The lecture course 
on Dean rating will open this week under the 
auspices of the Insurance Library Association. 
Present indications are that the registration for 
this course will exceed fifty. The registration 
for the fire insurance course now given by 
the Library exceeds seventy and the lectures 
are being well attended. : 

Brokers’ Lecture Course.—The Insurance 
Brokers Massachusetts _ last 
Thursday started a lecture course at which 
some fifty brokers were in attendance. Among 
the speakers who are listed for the lectures, 
which will be held every Thursday for the 
next fifteen weeks, followed by a half-hour 
discussion, are prominent business men as well 
as those engaged directly in the insurance pro- 
fession. It is announced that the purpose of 
the lectures is to raise the standards of ethics 
of the insurance brokers. 

Tucker, Anthony & Co., Shortage.—Bos- 
ton daily newspapers last week told of the 
alleged shortage in the firm accounts of Tucker, 
Anthony & Co. A blanket bond in the National 
Surety on all its employees is carried by the 
company. It was stated that the shortage may 
reach $500,000. 

Would Increase License Fee.—Commis- 
sioner of Insurance Wesley E. Monk has sub- 
mitted a recommendation to the legislature that 
the license fee for insurance brokers be in- 
creased from $10 to $25. 


CHICAGO AND THE WEST 

To Head Real Estate Board.—Herman 
Teninga, who has been president of the Cook 
County Real Estate Board during the past year 
and has been active among the class two agents 
in Chicago, has been renominated for the com- 
ing year. 

Opens Own Office.—Arthur W. Bahr, Jr., 
having been connected with Alfon E. Bahr & 
Co. for the past eight years, has now opened 
general insurance brokerage offices in the 
Wrigley Building. Mr. Bahr is in the posi- 
tion to offer efficient service, including special 
departments devoted to rate analysis, engineer- 
ing and loss adjustment, thus providing for 
absolute protection of the policyholder. 

Death of William A. Smith.—Insurance 
men throughout the country will be indeed 
erieved to hear of the sudden death of William 
A. Smith, assistant manager of the Chicago 
branch of the Royal. Mr. Smith died at his 
desk a few days ago and heart disease is given 
as the cause of his death. Coming to this 
country from England when a young man Mr. 
Smith became an examiner in the Western de- 
partment of the Royal in roor and served 
through the ranks until his death. 


Association of 


The M. LL. Bayern Company, Inc., of New York, 
the only exclusively automobile insurance agency in 
the country, will have an exhibit at the National 
Automrrnobile Show to be held in January. 
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SALESMEN WANTED! 





Reliable Men in Arizona, New Mexico and 


Texas for All or Part Time to Sell Old Line 


Life Insurance. 


Attractive Policies. Liberal Commissions. 


Both Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop 
That Leak in Your Income by Placing Your 


Declined Business With Us. 





THE TWO-REPUBLICS 
LIFE INSURANCE 
COMPANY 


EL PASO, " . TEXAS 
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Any man who has borrowed money for any 
purpose is a prospect for life insurance. There 
are reasons for this. In some instances, those 
extending the credit demand insurance as ad- 
ditional security, in which case the “sale” of 
insurance is merely order taking. Even if no 
specific demand is made by the creditor, the 
practice of carrying insurance to protect in- 
debtedness has of late years become so widely 
prevalent that it is easy to induce a borrower 
to follow in the footsteps of his wise busi- 
ness associates. And, again, if the borrower 
has not previously thought of insurance in this 
connection, when the agent approaches him, it 
is not difficult for the agent to get his atten- 
tion, because the agent has something definite, 
tangible and specific to talk about, something 
whose benefits are easily apparent. 

A man who owes money knows that if he 
dies before the debt is liquidated, his estate 
will certainly suffer a shrinkage to the extent 
of his unpaid obligation. Life insurance is a 
sure stop-gate. 

Some agents have been heard to say they 
never sold a term policy, and that they would 
refuse to sell term insurance under any cir- 
cumstances. I have never been unduly partial 
to term insurance, but, on the other hand, I 
have not yet reached the extreme view held 
by some of my agent friends. If there were 
No specific needs which term insurance fills, 
most assuredly our companies would not offer 
it to the public. 

Take, for example, a case which was dis- 
cussed at the Toronto Convention of Life Un- 
derwriters : 

Sam Wilson, aged 27, wife aged 25, one 
child aged two years, is a traveling salesman, 
earning a salary of $3,000 a year. He has 


bought a house for $8,000, on which he still 
owes $5,000, that is to be paid on the install- 
ment plan, at the rate of $600 a year. Inter- 





By WILLIAM THORNTON 
est on the mortgage is 7 per cent. He carries 
no insurance. 

One needs to be only casually familiar with 
the cost of living to see that Sam’s travels are 
up-grade, with his family to maintain and his 
installments to be met. Several plausible solu- 
tions were offered when the case was discussed, 
each of which suggested some insurance in ex- 
cess of an amount sufficient to take care of the 
$5,000 balance. It is not my purpose to say 
anything just here of a “clean up” policy and 





This is the tenth article of a series of 
eleven, written especially for THE SPECc- 
TATOR, by William Thornton, author of 
“Short Lessons in Life Insurance,” a 
brief but comprehensive textbook for life 
insurance agents, has just 


published by The Spectator Company. 
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an income for the wife and child. My re- 
marks will be limited to taking care of the 
debt, and, to me, the practical way seems $5,000 
convertible term insurance, issued in five poli- 
cies of $1,000 each. Let it be remembered 
that the interest is lessened by $42 per annum, 
as the yearly installment is paid off. This 
money is left free to go into insurance. The 
term policies could be converted one at a time. 
Assuming that they were issued at a premium 
of $13 per thousand (a high estimate), this, 
plus the $42 released by the annual reduction 
in interest, would allow every twelve 
months to be put into some permanent form 
of policy, as the conversions of the term poli- 
cies are effected, without disturbing the bud- 
get for actual living expenses. An annual 
premium of $55 at age 28 will pay for from 
$2500 to $3000 insurance on the whole life 
plan, depending upon whether a participating 


$55 
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HOW TO SELL MORE ORDINARY 


X--Insurance to Protect Indebtedness 


or non-participating policy is selected. These 
policies could be made payable in installments, 
providing a certain income for the wife and 
child. 

Now, if Sam’s salary were $4000, instead of 
$3000, certainly term insurance should not be 
discussed with him. A permanent form, life 
or endowment, would protect his indebtedness, 
and it would also start him off early in life 
on an adequate amount of insurance, which is 
by way of observing that if borrowers can, 
out of their incomes, afford permanent forms 
of policies to protect their debts, the agent 
makes a mistake who sells them term insur- 
ance, 


LirE INSURANCE AND MortcacEe Loans 


It is the easiest thing in the world to get 
prospects for insurance from among those who 
have placed mortgages on their property, and 
the supply is practically limitless, because peo- 
ple continue to borrow money. The names and 
addresses are obtained from the County Court 
House, or other office where mortgages are 
recorded. The agent should make regular 
visits there, so that he can keep tab on the 
mortgages as they are entered on the books, 
and so that the minimum amount of time will 
elapse between the recording of the deed of 
trust and the call on the borrower. The pros- 
pects might be listed on cards, and then grouped 
geographically, so as to save time in making 
the calls. 

Another very essential bit of information 
is obtained at the same time the name is copied 
from the records at the Court House, namely, 
the amount of mortgage and how it is payable. 
This is in addition to other advance informa- 
tion the agent should have about the pros- 
pect’s net worth, his income and his age. 

An agent who has had considerable success 
in writing insurance to protect indebtedness 








says that he opens the interview somewhat in 
this fashion: 

“Mr. Doe, can you tell me what rate of in- 
terest is now being charged on money loaned 


on mortgages? You say six per cent. That 
would be the ordinary kind of mortgage, I sup- 
pose, and not on a cancellation mortgage. Do 
you know what rate of interest would be 
charged on a mortgage which contained a 
clause guaranteeing to cancel the debt and re- 
ceipt the mortgage ‘paid in full’ in case of the 
borrower’s death? You say that such a mort- 
gage is not to be found. Oh, yes, Mr. Doe, it 
can be arranged, and with an additional in- 
terest charge of only two and one-half per 
cent (the percentage represents the premium 
on the policy, and will vary according to the 
prospect’s age and the plan of policy suggested 
to him). My company will make a contract 
with you providing for the cancellation of an 
indebtedness of this kind.” 

With such an approach as this, the prospect 
is at once interested, and it is very easy for 
the agent to continue, and many times it is 
possible for him to close on the first inter- 
view and get settlement for the premium. As 
just stated, the benefits are perfectly apparent 
to the prospect. 


INSURANCE AND CoMMERCIAL LOANS 

It is more difficult to obtain prospects among 
borrowers whose loans are classified as “com- 
mercial” than it is to obtain prospects from 
among those who have given mortgages on 
their property. The obvious reason is that a 
commercial loan is not a matter of public rec- 
ord. A man gives his note payable to the bank 
and attaches $1000 in Liberty Bonds as col- 
lateral. Only the lender and the borrower are 
aware of the transaction. Yet it is not a mat- 
ter of utter impossibility to get names of bor- 
rowers. Friendliness begets friendliness. Banks 
have been known to give valuable tips. A little 
over a year ago, a friend of mine wrote and 
delivered $35,000 insurance from a lead of this 
character. The wide-awake and 
competent agent, however, and not the scrub, 
is going to be the insurance man in the com- 
It is the same 


successful, 


munity whom the bank favors. 
psychology which prompts a man to seek a good 
lawyer, or a good doctor, or to buy his clothes 
from the leading merchant in town. 

Personal endorsements of notes are not a 
thing entirely of the past. In fact, some un- 
fortunates would be unable to procure accom- 
modation but for the willingness of their friends 
to go on their notes. And how many such en- 
dorsers have been embarrassed financially be- 
cause of their kindly disposition towards their 
fellow-beings! Failure or inability on the 
part of the borrower to repay has crippled or 
bankrupted hundreds of endorsers. Life in- 
surance is a remedy. The endorser of a note 
should be protected, and many of them will 
gladly lend co-operation to an insurance agent 
in securing this protection for themselves. 

In a previous article, we spoke of policy- 
holders who placed liens against their poli- 
cies as prospects for The agent 
should never overlook canvassing them at the 
Sometimes the result 


insurance. 


time the loan is made. 
is only a small term policy, but the agent is 
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rendering a service—he is gathering up the 
fragments, so to speak. 

Sometimes I think of an agent who watches 
all of these little opportunities, and who is 
not too busy to neglect any details, as I would 
of a successful newspaper reporter. The ex- 
citement of a big “coup” for the front page 
does not prevent him from filling his personal 
column with live news items. 

Someone has remarked, very appropriately, 
that the sum of the little things very often is 
the difference between success and failure. As 
an agent begins to write a larger volume of 
ordinary, and policies of larger amounts, the 
temptation is to overlook small business. This 
is a mistake. Keep in touch with prospects 
for small amounts; don’t neglect protecting 
them. Watch every opportunity. 


The Carnegie Pension Fund 
[To the Editor of THe SPrectraror] 

We have had our attention directed to an article 
“Tow to Sell ’ by William Thorn- 
ton, in THe Spectator for October 11, and particularly 
to the 
terested. 
Carnegie Pension Fund. 
ing obligations, the principal will be exhausted, so 
that in a few years nothing will be left of it.” 

No one of the several pension funds established by 
Mr. Carnegie has collapsed nor is there any probabil- 
ity of any of them doing so. 

As your author’s reference to teachers has sug- 


More Ordinary,’ 
following sentences: ‘‘Teachers may be _ in- 
Explain to them the recent collapse of the 
If this fund meets its exist- 


gested to a number of your readers that he had this 
Foundation in mind, we shall be obliged if you will 
print this correction of their misunderstanding. Of 
our permanent endowments of $16,484,000 only the 
interest may be spent, but this, with the principal and 
interest of reserve funds amounting to $10,845,000, 
and being increased by about half a million dollars 
annually, quite adequately meets the actuarial ex- 
pectations of the 405 teachers and 256 widows who are 
now in receipt of allowances and the approximately 
4000 teachers who, with their widows, have expecta- 
tions of allowances and pensions. A copy of the 
treasurer’s and the auditor’s statement of these mat- 
ters is sent you herewith. 

Probably your author had in mind the disappoint- 
ment that may be experienced by any prospective 
beneficiary of any free plan, 
trusteee of such gifts must retain the right to change 
their regulations from time to time as this may seem 


pension because the 


expedient. 
The possibility of such 
fully discussed in numerous studies of pensions that 


disappointment has been 


have been published by this Foundation and was one 
of the reasons that caused the trustees of this Foun- 
dation to make no additions to the list of those look- 
ing forward to its allowances and pensions after 
November 17, 1915, and to set up instead a new 
organization which could provide contractual annuities 
concerning which prospective beneficiaries could be 
certain, 

This organization, the Teachers Insurance and An- 
nuity Association of America, like other good insur- 
ance companies, is incorporated regularly, supervised 
by the New York State Insurance 


expert actuarial and financial guidance, provides stand- 


Department, has 
ard types of policies, maintains full legal reserves 
against all contracts, and has reduced its guaranteed 

Unlike other compa- 
] 


nies, it provides policies especially suited to teachers, 


rates by substantial dividends. 


not to be had elsewhere, furnishes its contracts at 
net cost, meets all expense of carrying on the busi- 
ness from the income of capital and surplus given for 
that purpose; has been declared free of federal in- 
come tax as a philanthropy, has no agents, has trus- 
tees nominated by the policyholders, and has been 
investigated and approved by the faculties and trus- 
tees of a hundred universities and colleges which con- 
On October 1, the 
Association had in force 2,057 policies of life insur- 
ance, representing $10,889,795 1,755 


tribute toward annuity contracts. 
insurance, and 
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annuity contracts, representing total annyal anti 

LU ifieg 
Operations alsy ; 
: : h Association bein 
restricted to universities, colleges and simi ‘ 


of $2,267,280. A report of these 


enclosed herewith. The field of the 


ar insti. 


it does not ind! 
public school teachers—the Association is in no 


tutions of education and research 
Way 
They, on th. 
cordial CO-Operatign 
and commendation to the Association as a new < 
- r % yen 
dorsement of sound insurance and annuities 


a rival of other insurance companies, 
other hand, have extended their 


Very truly yours, 
CLYDE Fogg; 
Secretary, Teachers Insurance Aimnuity Associat 
of America. . Cation 


Don’t Throw Away the Life Boat 

. Phe following article appears in the Mutual 
Provident Messenger, published by the Aus. 
tralian Mutual Provident Society of Sydney 
Australia : oe, 

In Tue Specrator under date of July 9 
1923, W. T. Nash has a striking article unde 
this heading. He commences by likening human 
life to a ship, and says that when a ship 
overloaded or encounters a storm, some of the 
cargo has to be thrown overboard, but never 
the life boat—so in the case of the human, |; 
his day of adversity what is to be sacrificed? 
Certainly not his life policy. He then goes 
on to say, “If you could read the mail that 
comes to a life insurance company in the cours 
of just one day’s business, the thought of drop. 
ping any part of your life insurance woul) 
make you tremble. Many of the letters are 
from widows whose husbands, instead oj 
sacrificing something else when they wer 
pressed, had thrown away the family’s fife 
boat, and at the time when it was needed most 
Some, not realizing the danger, had thought. 
lessly dropped their insurance for no reason 3 
all. Many of the letters come from men who 
carelessly, or for some fancied reason, had 
neglected to make their payments when due 
and upon applying for reinstatement found that 
they were no longer insurable. They had not 
realized when they let their policies go that 
they might not be able to get them back again 
Now, with health impaired and the end dravw- 
ing near, they find themselves without insur- 
ance, and unable to get it at any cost. 

There are times with all of us when we find 
it hard to meet our obligations in full, but pay- 
ing the premiums or dues on our life insurance, 
even under the most trying circumstances, is 2 
trivial matter as compared with what it would 


{ 


mean to our wives and children to be deprived 
of the proceeds of our policies, and perhaps left 
empty-handed, and with debts of our own mak- 
ing to haunt them.” 


Many thousand copies of this article in leaf: 
let form have been distributed, since its recett 
publication, through the hands of agents to the 
public and the result has been the creation of 
many new prospects. 


The Insurance Year Books, 1923 

You have excelled your previous excellence 

F. IV. Ferquson, actuary, Kentucky [nsw- 
mce Department. 

30th interesting and __ profitable —Lucll 
Harlan, chief clerk, Insurance Division, At 
zona Corporation Commission. 

These volumes are very much appreciated 1 
this department, particularly the method « 
segregation of the different lines of insurantt 
Our department relies upon this work in tt 
cause of its business during the year, and We 
liave formed The Insurance Year Book 0 
material value, and I am sure much mores 
now that the different lines of insurance hat 
been segregated and reference made more &! 
—George P. Porter, Commissioner of Insit- 
ance, Montana. 
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The Necessity for Keeping At It 


You will best consult your own interest by 
never losing sight of the interest of the com- 
pany, and of those who insure therein. 

Integrity should characterize all your deal- 
ings, not simply because it is right and wise on 
8 


permanent success must depend largely upon 


eneral principles but, specifically because your 


the confidence you inspire, and the reputation 
you establish in your own community. The 
words of a man of character have weight. 
Your own reputation may have more :9 do 
with your success than the reputation of the 
company you represent. It will be found a 
chicf element of strength particularly in coun- 
try districts. where people do not know much 
about the compiuiy you represent, but will in- 
sure in the company you recommend because of 
their confidence 1n you. 

Permanent aud satisfactory success is not 
possible in any community unless confidence be 
gained. Misrepresentations, trifling with the 
confidences of men, misleading and deceiving 
them, in the end are sure to be visited upon the 
offender’s head. 

You may rest assured that, here as every- 
Keep your 


” 


where, “honesty is the best policy. 
character clean. Tell the truth. 
business in a manly, straightforward way. Be 
strictly temperate, and in all respects bear 
yourself in a manner worthy the dignity and 
moral grandeur of your undertaking. 

The general agent, who comes to stay, and 
whose life and work are bound up with the 


Present your 


progress and prosperity of the company, is 
careful to offer only such promises as the fu- 
ture, more or less remote, will verify. He ex- 
pects to remain on deck for years, and he avoids 
the risk of being confronted hereafter with the 
clamor of unfulfilled expectation. It is different 
with the sort of solicitor who is here to-day 
and gone to-morrow. Custom gives him a 
brokerage commission, and beyond that he 
knows little and cares less. He makes ex- 
travagant assertions, holds out delusive tempta- 
tions, and promises results impossible of reali- 
zation, knowing that when the awakening of 
disappointment and the day of judgment comes, 
he will he among the missing. 

The few may be deluded by extravagant 
promises, but bright, thoughtful men distrust 
them. They know that insurance costs money, 
and in any responsible and honest company 
this expense is and must be commensurate with 
Better impress your 
patron with the idea that he must pay for his 
worth all it 


the risk to be incurred. 
insurance: it is valuable, and 
costs, r 
Successful business men abhor reckless 
method in their own affairs and condemn it in 
their neighbors. The prudent merchant who 
expects full value for his goods and lives by 
the legitimate profits of his business, distrusts 
the agent who offers something for nothing, 
and avoids the company he represents. 
Benjamin Franklin is often quoted as author- 


He also 


” 


ity for the value of life insurance. 
said, “Let honesty be as the breath of thy soul 
Many agents fail because they endeavor to 


. 


prove too much. Deception is a two-edged 
sword, certain to injure him who handles it. 

ven if by its use agents succeed temporarily, 
dissimulation destroys character, and brings 
well-merited contempt sooner or later. 

Every good agent will feel a pleasure in com- 
plying with the company’s rules and regulations 
He will be prompt and 


He will 


be frank and honorable, eschewing all double- 


respecting agencies. 


regular in all reports and remittances. 


dealing, secret negotiations with other compa- 
nies while he is supposed to be acting in good 
faith for his own, and the like. He will show 
in every way that he has the company’s inter- 
est at heart. He should feel closely identified 
with it, and work for it earnestly. 

Life insurance undeniably numbers among 
What respecta- 
perhaps, as 


its advocates unworthy men. 
able business does not? It is, 
much infected with ill-informed or unprincipled 
representatives as most other callings, and, 
from the nature of the business, is more em- 
barrassed by them than any other business. 
The work of canvassing is easily engaged in 
without capital, information, fitness, character, 
trustworthiness or responsibility, and is as 
easily abandoned. There are, therefore, always 
floating into it, and out of it, men who are not 
especially creitable to any business. They can 
no more be kept out of it than the same sort 
of men can be kept out of the Sunday school 
or the church. However the faithful canvasser, 
when coldly received or rudely dismissed, his 
errand unheeded or even unheard, must remem- 
ber that integrity and patient merit will ulti- 
mately work its way to recognition and reward. 
At times, especially in large cities, where men 
are comparatively unknown to those with whom 
they hold business relations, he may be made 
the victim of the malpractices of less worthy 
men, by a public which does not distinguish be- 
tween those who pursue their business legiti- 
mately and those who do not: yet the agent 
who brings to the business of canvassing an 
average grade of integrity and intelligence 
cenerally receives the consideration that is ac- 
corded to the average business man. This re- 
flection may help him to hopefully endure the 
treatment which the public, never too discrimi- 
nating, occasionally accords to those so en- 


gaged. 


PERSEVERANCE 

Perseverance is one of the essential qualifi- 
cations of a successful life insurance agent. 
Very few men can be insured at the first 
interview, but must be seen many times before 
their application can be secured. An agent 
finds it is necessary to drop in on such men 
often and talk them up, before they finally 
vield and fill up an application. 

Above all things, never be discouraged. An 
agent’s capacity for biding his time is a great 
element of success in the difficult enterprise 
which he undertakes. Small things can be done 
in a hurry; large things require time; and the 
dificult things require often a great deal of 


time. It is only the man of long thought and 
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unwearied patience who can secure them. Wait- 


ing is a great element in a life that succeeds 
on a large scale; but it is not waiting with 
one’s hands folded; it is waiting with energy 
and intelligence. The man who waits in this 
sense is always at work to secure the end he 
has in view. He opens up fresh ground con- 
tinually, and speaks to at least a dozen new 
men every day, in addition to visiting the old 
His energy is untiring, but his intel- 
ligence saves him from the folly of trying to 


ones. 


secure by a single output of energy something 
which must be fostered by growth, and which, 
therefore, requires time. Most things come to 
those who wait energetically and intelligently ; 
who keep steadily in mind the end they wish to 
attain; who are not hurried, discouraged, or 
deflected from their purposes ; who keep quietly 
on year after year, steadily nearing the goal 
and finally touching it as the culmination of a 
flow of energy which has often seemed to be 
suspended and sometimes to be diverted, but 
which has never for an instant deviated from 
the thing which it sought. 

When business is dull, you should turn your 
attention to procuring new introductions from 
old policyholders, and base a new line of busi- 
ness upon them. The most important quality 
of a good agent is infinite patience under ad- 
versity. The man who is easily discouraged is 
out of his vocation in the agency business. 
There is not a successful agent to-day who will 
deny that his failures far outnumber his suc- 
cesses, espcially at the beginning. 
agent becomes accustomed to_ his 
business, however, many of the difficulties that 
beset him at the start will disappear. 

When you feel discouraged—that nothing can 
be done—that your field is exhausted, sit down 
and think over the acquaintances to whom you 
have not as yet presented your plan of insur- 
ance; make a list of their names, and call upon 
them in a systematic way. 


As an 


Ask yourself these questions: How many 
men in my territory have been married in the 
past month? Present the subject of life in- 
surance to each of them. 

How many of my acquaintances are expect- 
ing to be married? Lay before each of them 
the advantages of life protection. 

How many young men do I know of who, 
if they should die, would leave parents or sis- 
ters unprovided for? Urge them to make the 
provision in their power. 

How many business firms in this vicinity 
would be crippled by the death of either part- 
ner and the consequent 
tate? Propose to them to take policies upon 
the lives of each partner for the benefit of the 
firm as a legitimate business expense. 


settling of his es- 


How many capitalists are there whose in- 
vestments would doubtless suffer for want of 
ready money, should they be removed, and 
strangers settle their estates? Suggest to them 
all the importance of protecting their securi- 
ties in the least expensive way, by insuring 
their lives. 

How many bread-winners are there within 
my radius who would leave little children, 
aged parents or loving wives destitute, if the 
inevitable be not delayed the full time of their 





hopes? Have each of these been sought and 
found and the value of a policy impressed 
upon them? 

So long as any of these remain uninsured, 
your field is still fertile, and you have no oc- 
casion to think of it as barren or unproduc- 
tive. 


ENTERPRISE 

The strong influences of life prevail from 
above downward, not from the lower strata 
upward. 

Do not confine your work to your friends and 
acquaintances. Seek to write the most influ- 
ential men of the locality where you are work- 
ing. Having gained them, you will find the 
weight of that fact a powerful lever to use 
upon others. If your efforts are well directed, 
you will find this plan productive of a large 
amount of success. Take the best man first; 
and, having succeeded with him, you will find 
his name and example of great value in pro- 
curing other applications. “Example is_bet- 
ter than precept.” If you insure the life of a 
prominent banker, merchant, lawyer or phy- 
sician, you should immediately seek business 
from other bankers, merchants, lawyers and 
physicians. 

You should lay out your work carefully and 
labor methodically and earnestly. Life insur- 
ance cannot be successfully done spasmodi- 
cally. It is the man who works early and 
late, whose time and mind are wholly given to 
insurance, who succeeds. Discouragements will 
certainly come. But in time business will be 
secured, and the income of your agency will 
increase. 

You should obtain the names of as many of 
the friends of your patrons as possible, and 
letters of introduction whenever you can do so. 
When introductions are obtained, seek infor- 
mation about the means, position, etc., of the 
person upon whom you are to call, so that you 
may know how best to approach him, and ob- 
tain some idea of the amount of insurance 
that it will be wise to suggest. 

Let no opportunity -pass where a respectful 
hearing can be had and then let great tact be 
exercised. If you fail to secure applicants, 
you should not be cast down; as a rule, you will 
need to call many times before a favorable 
opportunity offers, and it is generally unwise 
to waste time in waiting. It, therefore, fol- 
lows that if you must call many times on 
nearly every man before you gain a hearing, 
you must call upon many, if you are to ac- 
complish much. 

It requires much time, generally, to carry 
through to a successful conclusion negotiations 
for a policy, and frequently after many dis- 
couragements, which, like a dash of cold water, 
cool the enthusiasm; but continuous labor brings 
the harvest and secures the application. 

You must be imbued with but one thought, 
and that is, to insure men. Your text must 
be to protect those who are unable to protect 
themselves and, at the same time, show the 
advantages of insurance as an investment. 

Men who have achieved great results in any 
pursuit have been those who have concentrated 
their thoughts and efforts upon the particular 
objects that have brought them distinction. 
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The success of an agent depends upon the 
concentration of his mind and will upon his 
work, which is to impress the mind and turn 
the will of other men and make them realize 
that the greatest uncertainty in life is life 
itself, the greatest certainty is death, and in- 
duce them to take definite action and be pre- 
pared for both by insuring. The successful 
agent believes in life insurance, believes in him- 
self and believes in his company. He enters 
the business with zest and zeal, works with 
might and main, is clear in head, strong in 
heart and filled with enthusiasm for his voca- 
tion. Some of the greatest solicitors have been 
called fanatics on the subject of life insur- 
ance; but experience showed it to be a fanaticism 
which not only produced a good income to the 
agent, but also placed a financial shelter over 
many a widow and orphan. 


SyYsTEM 


Let the agent keep in mind that’ ‘order is 
Heaven’s first law.” System is indispensable. 
It can accomplish wonders. It reduces labor 
to its simplest form and is essential to the 
rapid dispatch of business and the accomplish- 
ment of great results. 

By system alone, as by a magic talisman, 
may time be so economized that business can 
be attended to and opportunities saved for 
study, general reading, exercise, recreation and 
society. “A man that is young in years,” says 
Lord Bacon, “may be old in hours, if he has 
lost no time.” Hurry and confusion result 
from the want of system; and the mind can 
never be clear when a man’s affairs are in 
disorder. It is recorded of the Pensionary De 
Witt, of the United Provinces, who fell a 
victim to the fury of the populace in the year 
1672, that he did the whole business of the 
republic, and yet had time left for relaxation 
and study. When he was asked how he could 
possibly bring this to pass, his answer was: 
“Nothing was so easy; for that it was only 
doing one thing at a time, and never put- 
ting off anything till to-morrow that could be 
done to-day.” “This steady and undissipated 
attention to one subject,’ remarks Lord Ches- 
terfield, “is a sure mark of a superior genius.” 
It is of the highest importance, also, that an 
agent should cultivate the habit of accuracy. 
It is a great recommendation in the eyes of in- 
telligent professional, mercantile and business 
men. Their good graces are only to be gained 
by the strictest integrity and honor, by a cour- 
teous demeanor and by attention, punctuality 
and accuracy in the transaction of business. 

In the office there should be “a place for 
everything and everything in its place.” <A 
slovenly appearance in the office is indicative 
of careless habits generally. 

An agent’s books should be systematized and 
well posted, so that he can turn to any point 
in a moment. Every possible fact should there 
be properly recorded; such as his accounts with 
the company, and with each policyholder, and 
the residence, etc., of the latter. 

He should devote a particular part of each 
day, regularly, to canvassing. Without this, 
one may do business; with it, he must do it. 

If there be any points connected with the 
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business that he does not clearly comprehend 
—such, for instance, as the various forms of 
insurance offered—he should write at once to 
the officers for information, 

Applications should be filled out with ex. 
treme care, as this application is the basis of a 
contract upon which possible widows and or. 
phans may depend for their all. You have no 
right to peril it by haste or carelessness, or to 
subject the company and yourself to delays 
and annoyances from the same cause. Giye 
attention to the necessity of complete answers 
tu the questions on the application blank, Be- 
fore you send it in, look it over carefully and 
see that some kind of a definite answer has 
heen made to every question. This is as much, 
perhaps more, for your benefit than for the 
company’s. Unless it is done, the application 
is liable to be held for correspondence, or re- 
turned to you for completion, when you are 
put to inconvenience of hunting up the appli- 
cant to rectify the omission. Every ques- 
tion has an important bearing in the considera- 
tion of the risk; therefore, the necessity of the 
above will be understood. Always insert the 
full Christian name, both of the applicant and 
the beneficiary. Be sure and spell all names 
correctly. 

Have the medical examination made without 
unnecessary delay. 

Where a party is rejected from want of suf- 
ficient good health, it is well to ease over the 
disappointment as far as possible; to advise 
that he see the medical examiner some other 
time; and to express the hope that he will yet 
be able to forward a good application. 

The delivery of policies should be made as 
soon as possible after they come into the hands 
of an agent. 

Delay may bring a change of mind on the 
part of an applicant. A large proportion of 
returned policies would have been taken if 
agents had promptly and personally attended 
to this business. 

When payment is made upon a policy, it af- 
fords an opportunity for the agent to congratu- 
late the insured upon his good investment, to 
inquire if he does not wish to increase the 
amount and if he will name some of his friends 
who might desire to take out policies. 


Complaints are often made by companies that 
agents who do little or nothing do not sur- 
render their commissions. It is but fair that 
an appointee either discharge the duties of his 
office, or vacate it in favor of another. Other- 
wise, important territory will be unoccupied, 
and the company will suffer harm from the 
impression which men get that it is doing no 
business. 

A dead agency is worse than none. When 4 
live man subsequently takes hold of it, he finds 
its antecedents a serious obstacle. He had a 
thousand times rather begin anew. 

The moment, then, that the agent becomes 
satisfied that he cannot successfully fill the 
place, he should resign. 


[The foregoing are extracts from the book, 
“The Art of Canvassing,” by William Miller, 
published by The Spectator Company. The 
book is an excellent one for study by indus 
trial life insurance agents. Copyrighted.] 
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Sickness Experience of the Berlin Communal 
Sick Fund 


By Dr. FrepERIcK L. HOFFMAN 


Consulting Statistician, Prudential 


The experience of this fund is of exceptional 
snterest, representing the observed sickness 
occurring 484,986 members, as of 
December 1, 1922. The proportion of male 
members was 38 per cent, indicative of the 
growing extent to which women have entered 
Most of the important in- 
leading employ- 


among 


German industry. 
dustries are included, the 
ments being engineering industries, food, cloth- 
ing, general trade and textile occupations. 
There are some additional categories of mem- 
bers making voluntary contributions numbering 
34,360, and persons in domestic industries num- 
bering not quite 40,000. 

The number of cases of sick members dur- 
ing the year was 270,865, of which 33 per cent 
were males. The percentage of cases of sick- 
ness was 45.27 of the male membership, 58.71 
of the female membership and 53.46 for both 
sexes combined. There was an increase in sick- 
ness during 1922, compared with 1921, but the 
changes in the figures are not of very pro- 
nounced significance. 

The duration of 
for males, 27.24 days for females and 25.9 
days for both sexes combined. The average 
duration for sickness was somewhat less dur- 
ing 1922 than 1921. 

Among the male members cases of sickness 
of one week’s duration amounted to 15.11 per 
cent of the cases of all durations, while cases 
lasting from thirteen to thirty-nine weeks 
iormed 3.78 per cent of the whole. For female 
members the proportions are quite different; 
those of less than one week’s duration having 
formed 5.36 per cent of the whole, while the 


sickness was 23.23 days 


same proportion, or 5.36 per cent, had a dura- 
tion from thirteen to thirty-nine weeks. A ffec- 
tion of the respiratory system formed 7.609 per 
cent of the total amount of sickness among 
male members, against 9.55 per cent among 
female members. In both cases the figures are 
slightly in excess for those of the previous 
year, 

Assistance in rendered to 
1233 women to the extent of 30,997 days. The 
average duration was, therefore, 25.14 days per 
case, against 27.83 days for 1921. 


pregnancy was 


The number of accidents during the year was 
12,737, of which 9437 were attributable to in- 
dustrial conditions. Out of 7224 industrial 
accidents of men, 1150 or 15.92 per cent were 
of one week’s duration, while 3.95 per cent were 
of thirteen weeks’ duration. For 1263 females 
the proportions were, respectively, 8.16 per 
cent and 7.52 per cent. Apparently both in 
sickness and industrial accidents the proportion 
of short duration cases is lower among women 
than among men, which, of course, may possibly 
be the result of administrative procedure. 

The number of deaths during the year 1922 
was 4809, of which 51.28 per cent were males 
and 48.72 per cent females. The proportion of 
deaths to cases of sickness was, therefore, 2.66 


Insurance Company of America 


per cent for males and 1.25 per cent for 
females. 

Of the mortality from all causes among male 
members 19.2 per cent were deaths from 
diseases of the respiratory organs, against 16.69 
per cent for females. Cancer and_ other 
malignant tumors caused 4.83 per cent of the 
mortality among men and 6.87 per cent of the 
mortality among women. Diseases of the 
genito-urinary organs cause 4.26 per cent of the 
male mortality, against 6.10 per cent of the 
female mortality. 

The fund maintained a number of sanitary 
and convalescent homes regarding which a con- 
siderable amount of information is made avail- 
able, put returns for a single year would ob- 
viously not be representative and justify ex- 
tended consideration. 

It also would serve no useful purpose to deal 
with the finances of the fund, which during re- 


cent vears have attained enormous figures not 


susceptible of intelligent analysis. Finally, 
there are several interesting supplementary 


tables regarding industrial accidents by organs 
or parts of the body affected with a due re- 


gard to industries, but this also would require 
consolidation for a period of years to be con- 
clusive. 

In conclusion a brief reference may be made 
to the mortality by specified causes for the 
year 1922 with a due regard to sex. Out of 
240C deaths of males, 261 were from pulmonary 
tuberculosis, 25 for tuberculosis of other 
organs, 7 from syphilis, 16 from diabetes and 
119 from cancer and other malignant tumors. 
There were 247 deaths from diseases of the 
nervous system, 469 deaths from diseases of 
the respiratory system and 535 deaths from 
diseases of the heart and arteries. 

Out of 2343 deaths of women members 297 
were from pulmonary tuberculosis, 10 from 
tuberculosis of other organs or parts, 8 from 
syphilis, &7 diabetes, 161 from cancer and 
other malignant tumors, 224 from diseases of 
the nervous system, 391 from diseases of the 
respiratory system and 435 from diseases of 
the heart and arteries. 

For reasons difficult to understand the causes 
of diseases and deaths among the insured popu- 
lation of Germany have never been subjected 
to a really critical and extended consideration. 
Returns are seldom consolidated for a period 
of years to provide an adequate statistical basis 
for definite conclusions. The disease classifica- 
tion leaves much to be desired, being rather 
arbitrary and not in conformity to the inter- 
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Modern Methods 
and Your Mortgage Loans 


Present day business practice demands your use of every 
modern device for saving time or money. Leading insur- 
ance companies are using our service to eliminate high costs 


Re-examination of abstracts and other expensive investiga- 
tions are dispensable if you use our 


National Title Insurance Policies 
on Farm Mortgage Loans 


We insure titles anywhere in the United States. 
Ask for our special booklet T. S. 
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TITLE AND MORTGAGE 
COMPANY 
135 Broadway, New York 


i" Capital, Surplus and Undivided Profits more than 
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THE INSURANCE YEAR BOOK for 1923-1924 


Fifty-First Annual Issue—In Three Volumes 
Important Announcement 


Owing to the Great Expansion in the Insurance Business, in All its Branches, and Particularly in the 
Number of Companies Engaged in Casualty, Surety and Allied Classes of Insurance, and the Growth 
in the Quantity of Statistical and Other Data thus Rendered necessary to be Included in that Great 
Encyclopedia of Insurance Information, 


THE INSURANCE YEAR BOOK 


It has become desirable to issue the Year Book in 


THREE VOLUMES 


These are Devoted Respectively to 
Life Insurance; Fire and Marine Insurance 
Casualty, Surety and Miscellaneous Insurance 





VALUABLE FEATURES IN 1923 
include capital changes, surplus contributions, dividends, 
changes in control, changes in plan, kinds of policies written, 
etc., being a prose history of each company from its organization 
up to date. 











EACH VOLUME IS COMPLETE IN_ ITSELF 


Brief Outline of Contents 


CASUALTY, SURETY and 
MISCELLANEOUS VOLUME 


LIFE VOLUME FIRE and MARINE VOLUME 


REPORTS of FIRE INSURANCE 


REPORTS OF LIFE INSURANCE 
COMPANIES—HISTORICAL 
DATA 


STATUTORY REQUIREMENTS 
STATISTICAL HISTORY 








REPORTS OF CASUALTY, SUR-= 
ETY and MISCELLANEOUS IN- 
SURANCE COMPANIES—HIS- 
TORICAL DATA 


STATUTORY REQUIREMENTS 


COMPANIES—HISTORICAL 
DATA 


SHORT RATE TABLES 
STATISTICS of FIRE INSURANCE 
BUSINESS 


CLASSIFICATION OF PREMIUMS 


COMPENDIUM OF OFFICIAL LIFE STATISTICAL TABLES and LOSSES 
cctnanianceacinagylinagsleinc CLASSIFIED PREMIUMS, LOSSES || RETIRED COMPANIES 

STATISTICS OF FOREIGN COM- AND EXPENSES UNDERWRITERS’ ORGANIZA- 
PANIES BUSINESS BY STATES TIONS 

CANADIAN DEPARTMENT LIABILITY and WORKMEN’S COM- || FOREIGN | 

PENSATION INSURANCE LAWS cee ae =‘ 

BUSINESS BY STATES and STATISTICS 

STIPULATED PREMIUM, ASSESS- || PREMIUMS, LOSSES, COMMIS- ssheigphecaghninisaiinlaminga 
MENT AND FRATERNAL IN- SIONS and EXPENSES by FIRE DEPARTMENTS and WATER 
SURANCE CLASSES for THREE YEARS SUPPLY 


DIRECTORY OF INSURANCE 








DIRECTORY of INSURANCE 








DIRECTORY of INSURANCE 


AGENTS, LAWYERS AND MED- AGENTS, LAWYERS AND MEDz= | AGENTS, LAWYERS and AD=- 
ICAL EXAMINERS ICAL EXAMINERS | JUSTERS 
PRICES 
Life Insurance Volume.............-. $15. Fire and Marine Insurance Volume.... $15. 


Casualty, Surety and Miscellaneous 
Insurance Volume....... 


LauoN ees 15. 


Either Two Volumes, ordered together... 25. 
All Three Volumes, ordered together... 35. 


Sent postpaid to any address in the United States, or any country in the Postal 
Union (except Great Britain), on receipt of price; to other countries the extra cost 
of postage to be added. 


All customs charges in foreign countries must be paid by the purchaser. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange 


135 WILLIAM STREET 
NEW YORK 




















nat 


and 
But 
stu 
in ¢ 
are 
side 


cial 
eral 
sho 
whe 
wel 
dese 
part 
and 
dert 


T 
use 

ie 
an i 
can 
tend 
so t 
tion 

A 
is n 
“WI 
elem 
knov 
The 


CHic, 


INSURA 








he 
th 
at 





I 





December 13. 1923 





national or Bertillon system. The report draws 
no. conclusions regarding disease occurrence 
and its possible relation to post-war conditions. 
But the material is available for an exhaustive 
study, which it is to be hoped may be made 
in due course of time when the German finances 
are in a more Satisfactory condition. Con- 
sidering the enormous economic difficulties, it 
is certainly praiseworthy to find that the offi- 
cial statistical reports concerned with the gen- 
eral facts of mortality and sickness experience 
should have been continued in what, on the 
whole, is an admirable and commendable as 
well as practically useful form. The reports 
deserve to be studied with more care on the 
part of those who are interested in the social 
and economic results of social insurance un- 


dertakings. 


The Successful Salesman 


The possession of knowledge and the actual 
use of this knowledge mark the salesman. 

The life insurance salesman should make 
an intensive study of his business, so that he 
can talk on any phase of it. He should ex- 
tend this system of study to cover himself, 
so that he can always sell the best proposi- 
tion to the best advantage. 

A description of the methods of “How I Sell,” 
is not as important as knowing the reasons 
“Why I Sell,’ for in these will be found the 
elements making for successful salesmanship— 
knowledge, preparation and determination.— 
The Prudential Weekly Record. 
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PRUDENTIAL HAPPENINGS 





Recent Agency Promotions and 
Changes in the Field 





LOUIS S. GREENBERG A 
SUPERINTENDENT 





Clarence O. Shockley Leads Ohio Agents 
in Industrial Increase—Ranks of the 
Old Guard Augmented by Many 
Additions 
Division B of the Prudential Insurance 
Company of America recently announced the 
promotion of Louis S. Greenberg to the super- 
intendency of the Brooklyn, New York, Num- 
ber 8 district with which he has been con- 
nected for some time. Mr. Greenberg has 
had much experience along the lines of busi- 
ness production and for many years was an 
assistant superintendent of the company in 
Long Island City, where his work drew the at- 
tention of his superiors and finally resulted in 
a transfer to Brooklyn and his appointment as 
superintendent. His many friends through- 
out the organization will be pleased to learn 
of his success, as he is one of the most popu- 

lar of the Prudential’s men. 

One of the finest achievements which the 
company’s records for the past year show, is 
that of Clarence O. Shockley, agent at Nelson- 
ville, Ohio, who leads his fellow-workers in 
industrial increase for 1923. This well-known 
agent, despite the fact that he was on a large 
debit, managed to have advance payments of 


over 600 per cent and arrears of only 2 per 
cent. In addition to the strides he is making 
insurance, Mr. Shockley pro- 
duces a favorable amount of ordinary and is 


in industrial 


noted as being one of the most active men in his 
territory. 

The ranks of the Prudential Old Guard were 
recently augmented by many additions. Agents 
William J. Miller of the company’s Philadel- 
phia Number 2 district, and William Dowd of 
the Philadelphia Number 3 district, both cele- 
brated their thirtieth anniversaries in the ser- 
vice of the organization and have become mem- 
bers of Class F of the P. O. G. Agent Clar- 
ence C. Gebhart of the Chicago Number 3 dis- 
trict recently completed twenty-five years of 
continuous production and qualified for admis- 
sion to Class E, to which agents Ellsworth D. 
Paterson of Detroit and James F. Hamilton 
of Minneapolis were also named. In Novem- 
ber, Superintendent Albertes M. Harmer of the 
Philadelphia Number 3 district was admitted 
to Class D of the Prudential Old Guard and 
was given his badge and certificate at an enthu- 
siastic staff meeting held during the month. 
The following agents are among the leaders in 
amount of ordinary net new business for the 
William H. McConnell, Detroit 3; Otto 
A. Rissman, Detroit 3; Edward H. C. 
Kemper, St. Paul; Louis C. Boehme, Milwau- 
kee 1; John J. Baloc, Minneapolis; Hans C. 
Jensen, St. Paul. 
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—An application written before nine o’clock in the 
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THE ART OF CANVASSING | 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company | 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when | 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing | 
through the medium of this book, and what it has done for | 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


- $2.00 
- 45.00 | 
-  §85.00 | 


THE SPECTATOR COMPANY 








A reprint of the 


- 160.00 | THE SPECTATOR COMPANY 


CHICAGO OFFICE 


INSURANCE EXCHANGE 
135 WILLIAM STREET | 


NEW YORK 





A Thousand and One Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows-through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
| and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 


By 
W. Meador 


135 WILLIAM STREET 
NEW YORK 














JOHN HANCOCK NOTES 





Many Agents Receive Promotions to 
Assistancies 





LEADERS FOR NINE MONTHS 





Cornelius F. Lynch Gets Appointment as 
Superintendent at Orange 


The agents and assistant superintendents who 
were the leaders for the first nine months of 
the year held their places for another month, 
the only change in the leaders being in the 
classification of detached assistant superintend- 
ents, where Mr. Knebel of (Bristol) New 
Britain obtained all honors. The list of leaders 
for the first ten months is as follows: Assist- 
ant superintendents leading—on weekly pro- 
mium increase, Nushzno of Brooklyn; on gross 
ordinary issues, Stolazman of Long Island City: 
on gross A. F. issues, Volpe of Trenton. 
Agents leading—on weekly premium increase, 
Vogel of St. Louis; on gross ordinary issues, 
Jehle of Detroit; on gross A. F. issues, Medas 
of Cleveland. Detached assistant superintend- 
ents leading—on weekly premium increase. 
gross ordinary and A. F. 
New Britain. The race is a very close one and 
the leaders are followed closely by their com- 


issues, Knebel of 


petitors. 

Agent George Miller of the Elizabeth dis- 
trict and Agent William O’Brien of Phila- 
delphia have qualified in the $150,000 class. 

The Boston Agency had an ordinary issue 
of $1,049,500 for October, being the first 
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Weekly Premium Agency to reach this goal— 
a million a month—twice, having accomplished 
it just a year ago, October, 1922. 

Assistant Superintendent Cornelius F. Lynch 
of the Haverhill Agency has been promoted to 
superintendent of the newly established Orange, 
N. J., agency, following the resignation of 
Superintendent George Eidel from the com- 
pany’s service. 

Mr. Lynch started with the company in 
Camden in 1905 and has had experience in the 
Worcester, West Brookfield, Salem and Haver- 
hill agencies. He has worked most success- 
fully with comparatively small agency staffs 
and is judged fully competent to handle the 
Orange agency. 

Superintendent A. Stanley Woodworth of 
Detroit Agency has resigned to assume respon- 
sibilities in connection with an old-established 
manufacturing business, the change coming 
about through the death of his father-in-law. 
The company regrets losing his valued services. 

David Nushzno, for assistant 
superintendent at Brooklyn, has been appointed 
to succeed Mr. Woodworth. Mr. Nushzno has 
heen a constant contender for leadership hon- 


many years 


ors and is no stranger to the leaders’ list. 

The following agents have been promoted to 
the rank of assistant superintendent in the dis- 
tricts of their service: Aldrich, 
Detroit: Leo J. Driscoll, Waterbury: Louis 
Fuss, Hempstead; Frank H. Scanlon, Buffalo; 
Duncan J. MacDonald, Syracuse: Russell A. 
Vandegrift, St. Louis; Roman F. Schultz, Chi- 
William Heinrichs, Brooklyn; Arthur 


Raymond E. 


cago; 


Thursday 


L. Wholey, Brooklyn; William E. Adamson 
Jamaica; Walter J. Milostan, Utica: Edward 
3rossard, Cincinnati; Bernard Courtney, Phila. 
delphia; Harry Applegate, Philadelphia; \q. 
colm M. Houghton, Cincinnati; William F 
O'Connor, Hartford; Joseph Weinblatt, Phila- 
delphia; John B. Malley, Holyoke; Willard 
B. Havlin, Cincinnati; Edward A, Spupny, 
Detroit; William P. Beatty, Auburn; Henry 
G. Becher, St. Paul; Charles Angione, New 
York; J. Wadsworth Patton, New York: 
Robert S. Johnston, Dayton; Canis V. Cerreta 
Yonkers; Elias Rose, New York; Frank B. 
Cassidy, Whittinsville; Clinton F. Tefft, Aj. 
bany; Joseph G. Lajoie, Bridgeport; Joseph F. 
McGuire, Chicago; Abraham Tannenbaum, 
Brooklyn; Alfred Lodes, St. Louis; Harry : 
Wheeler, Springfield; Harry W. Hallett, De- 
troit; Louis N. Olderman, New Haven; Edgar 
Wagner, Chicago; Joseph H. S. Dubuc, Woon- 
socket, and John Cranley, Long Island City, 





I. P. Mantz Makes New Connection 


Isidore P. Mantz, the well-known consulting 
actuary, is now in charge of the new insurance 
accounting, actuarial and statistical department 
established by Billings, Prouty & Tompkins, 
at Des Moines, Ia. 


George Fisher, an industrial agent of the Life 
Insurance Company of Virginia, at Baltimore, Md, 
is credited with writing insurance on the lives of 
quadruplets, born to Mr. and Mrs, George L. Wittig 
of Baltimore last week. New York, Baltimore and 
Richmond newspapers carried a picture of Mrs. Wittig 
and her babies, 
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INSURANCE COMPANY 


HARPER’S LIFE INSURANCE LIBRARY 


Analyzing Life Situations 
| for Insurance Needs 
By Griffin M. Lovelace 
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PROGRESS OF THE GLOBE 
ist SIX MONTHS 1923 
Over Same Period of Last Year 


GAIN IN INSURANCE IN FORCE........ 71 PER CENT 
SAS DN PAROS. oc occ. oie J esmnieee cee 43 PER CENT 
CAIN EN DNDEREST.. 6. 2. osediiisiies. cee 25 PER CENT 
CN ESE US 8 © 0). b Sala ee reese ic 24 PER CENT 


AverageGain In All Items 41 Percent 


ALL THESE ITEMS AND AVERAGE OF ITEMS ARE 
VERY MUCH HIGHER THAN THE AVERAGE GAIN 
OF ALL LIFE INSURANCE COMPANIES IN THE 
UNITED STATES COMBINED, according to the last 


report published. 
T. F. BARRY, President. 
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New York University 
Price, $2.40 Delivered 


The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 
PRICE, $4.25 Delivered 


Selling Life Insurance 
By Dr. John A. Stevenson 


Second}Vice-President, Equitable Life Assurance Society 
Formerly Director 
School of Life Insurance Salesmanship 
PRICE, $3.75 Delivered 


Meeting Objections 
By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 
House of Protection 


By Griffin M. Lovelace 
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Some Breezy Conclusions Inferred 
from a Glance at Certain 
Statistical Data 





CENSUS FIGURES AVAILABLE 





Publication of United States Abridged Life 
Tables Out—Ranking Figures of 
Certain States Pictured 


Where to live is a problem that confronts 
every American family at some time. One of 
the determining factors with every family when 
there is any choice in the matter is the relative 
position of any given community with respect 
to health. Chambers of Commerce and Boost- 
ers’ Clubs of many cities and towns set forth 
liberal pleas for themselves by quoting statis- 
tics and figures culled from official records. 
This is likely to be the primary use made of 
such statistics as are turned out from time to 
time by the United States Census Bureau deal- 
ing with mortality in the United States by 
States and cities. Already one almost sees the 
red-lettered sign board announcements that 
Kansas offers the greatest opportunity for long 
life as its mortality rate per 1000 of population 
at ages above thirty-two appears to be the limit 
of those recorded in the twenty-seven States 
whose mortality rates are published in the 
United States Abridged Life Tables (1919- 
1920). , 

Of course, there will not be much told of the 
hardships one may be obliged to endure to at- 
tain age thirty-two, although Kansas shows up 
very favorably even for babies under one year. 
To be really long lived one ought to be born 
in Oregon and stay there until he is two or 
three years old, moving then to Minnesota for 
about a year. By the age of seven he should 
be living in North Carolina, remaining there 
unti! nearly seventeen, by which age he should 
be in no other place than Baltimore, Md. If he 
is wise, this man will get away from the Mary- 
land city before he is twenty-two, when he 
should be anywhere in Wisconsin so long as 
he gets across the line of the Badger State and 
remains there until he is not quite thirty-two, 
at which age he should retire to the Plains of 
Kansas and work in the fields until the favor- 
able retiring age of sixty-seven or older, at 
which age he should begin to plan a radical 
change, having residence in Hawaii by the age 
of seventy-two. By seventy-seven he should 
be living in Missouri—any part—limiting his 
stay there, however, so that he might have time 
to get to Washington (State) to celebrate 
his eighty-second birthday. At the age of 
eighty-seven he could take his choice of the 
comforts afforded by any one of several cities, 
but with the understanding that he shall be liv- 
‘ng in Boston at the age of ninety-two and 
may there properly spend the rest of his days. 

If one will trace the low ranking mortality 
rate in the curious comparative tables entitled 
Actual Rate of Mortality Per Thousand— 
1919-1920” included in the volume mentioned 
herein, these statements can be verified. 

One feature which strikes the reviewer of 





these tables is the incompatible set up for com- 
parative purposes of such rates as the aggregate 
for twenty-seven States, original registration 
States, twenty-seven States, fourteen cities, 
negroes in States with than 4 per cent 
negro population, negroes in States with more 
than 5 per cent negroes, large cities (negroes 
in the fourteen cities above), 
negroes in original registration States, all races 
combined in Hawaii and Japanese in Hawaii. 
An attempt is made to rank mortality rates 
derived from wholly different bases, although 
the consistent methods of obtaining the rates 
have been used. For instance, the mortality 
rates of the separate States, including the 
cities, are ranked with the rates for the various 
cities and also with the aggregate for all the 
various elements in the table. 

There is one very valuable indication shown 
by these tables, namely, the very great reduc- 
tion in infant mortality rate in 1919-1920, as 
compared with the rates for 1909-1911. The 
negro death rate also shows a healthy decline 
at many ages. 

“United States Abridged Life Tables roto- 
1920” is a supplement to the United States Life 


less 


enumerated 


tables, 1890, I90I, I910 and tIgoI-1910, pub- 
lished by the Department of Commerce in 
1921. The United States Abridged Life tables 


include ninety-two life tables by sex, of which 
eighty are based on statistics of the white popu- 
lation in the various States and cities, eight on 
statistics of the negro population and four on 
the population of Hawaii. In addition to the 
statistics contained, a full explanation of the 
methods used in making the computation is 
given. 


Dividend Scale of the Mutual 


Benefit 


It is the practice of the Mutual Benefit Life 
Insurance Company to adopt a dividend scale 
which, in its conservative judgment, will rep- 
resent the average savings accruing over a pe- 
riod of several years. Unusual fluctuations in 
any year are absorbed by the company’s con- 
tingency reserve funds. If and when these 
funds tend to become larger than is necessary, 
the surplus is returned to the policyholders in 
the form of a special dividend. When, in the 
judgment of the company, the mortality or in- 
terest rate, for example, shows a change beyond 
the expected fluctuations from year to year, the 
scale is correspondingly 


1924 


company's dividend 
changed. 

As an illustration of the company’s prac- 
tice, it may be mentioned that on the comple- 
tion of the contingency reserve funds the scale 
of dividends adopted for the year I9I12 was 
continued until 1915. The savings being in 
excess of the requirements of that scale, spe- 
cial dividends were paid in the years 1913 and 
1914. Following the adoption of the 1915 divi- 
dend scale, a special dividend was paid in 1916. 
The war and epidemic losses were met with- 
out any disturbance of the regular dividend 
scale, and once again at the close of the year 
1922 it was found that the surplus earnings 
would increase the contingency reserve funds 
to such an extent that the company set aside 
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a special dividend for payment in 1923. The 
company feels that the time has come 
for another change in the dividend scale itself. 
and has, accordingly, adopted for the year 1924 
a scale of dividends which calls for larger 
returns to policyholders, particularly at the 
younger ages, where the larger savings arise. 

The company is in the unique position of 
having maintained a steadily advancing divi- 
dend scale for the past 23 years and of hav- 
ing paid in the meantime five special dividends. 


now 


H. T. Bidleman Moves to Iowa 


Harry T. Bidleman, for the past five and 
one-half years State agent for the Massachu- 
setts Protective Association of Worcester in 
Oklahoma, has been transferred to Iowa, with 
headquarters at Council Bluffs. 

Mr. Bidleman has made a splendid record 
in Oklahoma, having increased the association’s 
premium income from $38,938 in 1917 to $143,- 
914 in 1922. 

Mr. Bidleman has spent his whole life in 
the insurance business, having started in a gen- 
eral agency in Pennsylvania when he was seven- 
teen years of age as an office boy. He is re- 
garded by insurance men who know him, both 
in the East and in the West, as a good or- 
ganizer and agency director, as well as a good 
personal producer. 


Atlantic Life Dines Home Office Employees 


RICHMOND, VA., December 10.—The Atlantic 
Life of Richmond, Va., was host at a dinner 
given recently to its home office employees, in 
the Flemish Room of the Jefferson Hotel, in 
Richmond. Following the serving of dinner, 
a number of short addresses were made, and 
the following were awarded “Service Pins” by 
the company. For fifteen years: Charles G. 
Taylor, Jr., vice-president and actuary; Roy 
M. Jones, secretary; H. L. McConnell, assistant 
secretary; George L. Shuman, assistant secre- 
tary. For ten years: E. Strudwick, Jr., vice- 
president; J. W. Sinton, Jr., assistant actuary; 
Miss A. E. Wray, department of issue. For 
five years: Miss Florence Diggs, index depart- 
ment; Miss Minnie Jones, index department ; 
Miss Bertye Lukhard, department of issue; 
Miss Aliene Herror, multigraph department; 
A. O. Smith, manager of supply department; 
B. F. Chandler, manager of application de- 
partment. 


Se eee 
Maritime Life Organized 


The Maritime Life Assurance Company of 
Halifax, N. S., has just been organized and 
is launching the sale of its stock through ad- 
vertising appeals in local papers. The author- 
ized capital of the new venture is $1,000,000, 
the par value of shares is $100 and the set 
price to subscribers is $125. Present indica- 
tions are that the company will begin busi- 
ness in Canada and Bermuda on January 1, and 
it is expected that it will apply for entry into 
the State of Massachusetts at an early date. 

J. T. Wilson, former Nova Scotia manager 
of the Canada Life and a past-president of the 
Life Underwriters Association of Canada, is 
president of the Maritime Life. 
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The Story of Life and Death in 1923 


By Dr. Harry TouLMIN 


Vice-President and Medical Director, Penn Mutual Life Insurance Company, 
Philadelphia, Pa. 


It is both a pleasure and a privilege to pre- 
sent certain features of the mortality expe- 
rience of the life insurance companies of the 
United States and Canada during the first ten 
months of the year; a pleasure largely be- 
cause the experience has been a favorable one 
as a whole, a privilege because to address this 
association must always be considered a privi- 
lege, even when “Death” stalks into the sub- 
ject of one’s remarks. 

If you will recall that for the first ten months 
of 1921 the total deaths, all causes, ordinary 
business, included in Mr. Cox’s tables were 
59,974 and the death rate per 100,000 was 646.5; 
and that in 1922 Dr. Knight’s tables show for 
ten months, total deaths of 65,240 and a death 
rate per 100,000 of 649.6, the figures which I 
present here will have a much larger signifi- 
cance and be of much more value: 


ORDINARY BusINESS 
Years of Life 


First Ten Total Death Rate _ 
Months Deaths Per 100,000 Exposed to Risk 
|) | See 59,974 646.5 9,277,402 
| ers 65,240 649.6 10,043,571 
a es 70,150 645.2 10,872,288 


From a glance at this table you will see that 
the total deaths, all causes, ordinary business, 
for the first ten months of 1923 were 70,150, 
and the death rate per 100,000, 645.2 

In the industrial business, the groupings are 
as follows: 


First Ten Total Death Rate Years of Life 
Months Deaths Per 100,000 Exposed to Risk 
4 ae 138,250 942.9 14,661,485 
es 143,846 958.2 15,011,326 
)) Eeseaa 158,238 995.3 15,898,172 


In the following table the first two are com- 
bined. A brief summary follows: 


ORDINARY AND INDUSTRIAL MORTALITY 


First Ten Total Death Rate Years of Life 
Months Deaths Per 100,000 Exposed to Risk 
a 198,224 828.0 23,933,887 
1922....... 209,086 834.5 25,050,897 
| | 228,388 853.1 26,770,460 


When it is remembered that the 1921 record 
is believed to have been the lowest ever expe- 
rienced up to that time and 1922 but very 
slightly inferior, it must be a real source of 
gratification that we can record so favorable 
an experience this year; more particularly when 
we take into consideration the severe recur- 
rence of influenza with its accompanying pneu- 
monia during the first quarter. 

Assuming that deaths among the uninsured 
occur at the same rate as among the insured, 
which is a conservative assumption owing to 
the fact that insured lives are selected, it is 
estimated that the total number of deaths in 
the United States for the year 1923 will amount 
to more than 1,325,000. 

Though there were nearly 830,000 more 
years of life exposed this year than last, there 
were actually forty-five less deaths from typhoid 


Address delivered at the Seventeenth Annual Con- 
vention of the Association of Life Insurance Presi- 
dents in New York City on the morning of Friday, 
December 7, 1923. 


fever, a most pleasing result, but one that 
should not satisfy us, because it can and should 
be bettered each year until the country is prac- 
tically free from the disease. 

There have been, too, actually fewer suicides 
reported in 1923, reflecting in all probability 
a healthier tone in domestic and business life. 
In this connection it is of interest to note that 
in Mr. Cox’s address in 1921, he predicted 
such an improvement in these words. * * * 
“this [increase in 1921] doubtless is a direct 
result of war reaction, business depression, un- 
employment and other phases of economic dis- 
turbance, and will largely cure itself as times 
improve.” 

The increase in the pneumonia ratio is, I be- 
lieve, directly traceable to the sharp outbreak 
of influenza in February and March. 

In the cardio-renal group, 
deaths from cerebral hemorrhage, Bright’s dis- 
ease, we find a slightly higher rate than in the 
preceding two years. Dr. Knight discussed 
this phase of the report so thoroughly last 
year that I shall not dwell further upon it. 

It is distinctly encouraging to find a lower 
rate in cancer, childbearing, diphtheria and 
scarlet fever groups. Wide fluctuations from 
year to year must be expected in measles and 
whooping cough rates. They are rather large 
this year—the death rate per 100,000 being 9.5 
for the former, compared with 3.8 in 1921 and 
4.4 in 1922; and 5.7 for the latter, compared 
with 4.6 in 1921 and 28 in 1922. 

But the outstanding feature of the entire 
table, one which is indicative of a very de- 
plorable state of affairs, is the marked in- 
crease in deaths from automobile accidents and 
injuries. There were 620 more actual deaths 
in the first ten months of 1923 than in the same 
period of 1922, and a death rate per 100,000 of 
14.4, compared with 12.9 in 1922 and 12.2 in 
1921. 

Using as a basis the number of deaths from 
automobile accidents reported by these compa- 
nies for the first ten months of 1923, it is es- 
timated that the total number of deaths from 
automobile accidents and injuries for the full 
year of 1923 will amount to more than 16,000. 

Are the State laws and regulations govern- 
ing the licensing of automobile drivers suffi- 
ciently protective? Have our municipalities 
adopted rules of traffic which will result in the 
minimum of accidents? Are the punishments 
for infraction of laws sufficiently severe and 
properly enforced? Are the parents, more par- 
ticularly in large centers, ignorant of the terri- 
ble risks the children run when playing in the 
streets, or as the result of careless crossing of 
thoroughfares? Or shall we have to erect in 
every city, at every busy corner or congested 
neighborhood, a monument “In Memory of 
Child Life, Sacrificed on the Altar of Haste 
and Recklessness” such as that recently dedi- 
cated in St. Louis? The situation is such that 


go 


which includes 


—. 
= — 


the widest publication of the figures Cited js 
justified and an immediate and general checking 
up of the ways and means for improving con- 
itions is urgently demanded. 

It will be of interest to you to know that 
one of the companies reports that it experienced 
among white industrial policyholders in the 
third quarter of the present year a death rate 
of 7.4 per 1000o—“the lowest mortality ever 
recorded for any three months’ period in this 
important cross section of the American and 
Canadian population.” 

That an improvement in the mortality of re- 
cent years is due, in part at least, to health 
conservation work TI have no doubt. IT am 
wholeheartedly a believer in routine physical 
examinations. In an October issue of the 
New York Times there was an interesting re- 
port that most of the papers presented at the 
recent meeting of the British Medical Associa- 
tion took the view that the actual physical con- 
dition of a man may be accurately gauged by 
his ability to work without fatigue and by his 
feeling of “fitness.” This theory does not ap- 
peal to me as a sound one, in view of the fact 
that life insurance medical examinations very 
frequently reveal organic defects when the ap- 
plicant considers himself perfectly “fit” and 
able to accomplish his daily tasks with expedi- 
ency and efficiency and without fatigue. To 
judge of a person’s true physical condition, 
either by his appearance or his ability to doa 
day’s work without fatigue or by a feeling of 
“fitness,” is fallacious and must lead to dis- 
astrous results. For this reason, it is my be- 
lief that the only proper gauge of physical 
condition is a thorough physical examination. 
It is with great satisfaction that I have noted 
throughout the year a very widespread interest 
in this subject, as indicated by the articles con- 
stantly appearing in medical journals and lay 
papers, magazines and periodicals. 

However, we must not lose sight of the fact 
that not only must the individual be won over 
to a belief in benefits which will accrue to 
him through routine examination, but we must 
also absolutely “sell” the idea to the physicians 
of the country and point out the valuable asset 
it represents to them. Would ‘it not be well, 
therefore, for the life insurance companies, 
individually or combined, to see that their ex- 
aminers shall have placed before them in the 
proper way the great importance of routine 
physical examinations and the value of pre- 


ventive rather than curative medicine? 


Detroit Life’s New Business 
The official report of the Detroit Life In- 
surance Company shows a record of new busi- 
ness written in the State of Michigan in the 
month of November, totaling $1,522,000. This 
brings the total of the Detroit Life organiza 
tion up to $18,192,000 for the eleven months of 
1923 just passed. Compared with the same 
period a year ago, when the record was $15; 
000,000, there is an increase of $3,192,000, more 
than 21 per cent. These figures are particu- 
larly interesting as reflecting a general better- 

ment throughout the State of Michigan. 
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WESTERN UNION LIFE 


Licensed in Connecticut, Califor- 








HOME OFFICE—SPOKANE, WASHINGTON 


nia, 
Iowa, Idaho, Kansas, Minnesota: 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota, 
Utah, Washington and Wyoming. 


Vice-Pres. and Gen. Mer. 


Colorado, Indiana, Illinois, 
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DIVIDEND ON NIAGARA LIFE 





Report on Defunct Company Recom- 
mends 80 Per Cent to Creditors 





REINSURANCE APPROVED 





Over 98 Per Cent of Policyholders Accept 
Agreement with Metropolitan Life 

Within ten months of the failure of the 
Niagara Life Insurance Company of Buffalo, 
New York, the assets have been marshalled, 
the debts fixed and the liabilities of policy- 
holders satisfied 100 per centum by transfer to 
and reinsurance with the Metropolitan Life In- 
surance Company, according to the report of 
Francis R. Stoddard, Jr., State Superintendent 
of Insurance, which was filed in the Erie 
County Clerk’s office this morning. The report 
also recommends the immediate payment of a 
first dividend of 80 per centum to the creditors. 

When liquidation of the company became in- 
evitable, Superintendent Stoddard sought im- 
mediate protection for the policyholders hold- 
ing a total of over $9,000,000 of life insurance. 
To have canceled this insurance by operation 
of law would have barred hundreds of policy- 
holders from ever procuring insurance because 
of impairments in health incurred while the 
Niagara policies were in force, and hundreds of 
others would have been placed at a great dis- 


advantage. Negotiations for reinsurance were 
undertaken and resulted in the reinsurance 
agreement with the Metropolitan Life In- 


surance Company. That policyholders holding 
9863, or $1,848,332, of the entire outstanding 
teserves of the company accepted reinsurance, 
thereby becoming insured for 100 per centum 
of the face amount of their policies, indicates 
that this phase of the liquidation met the 
Practically unanimous approval of the policy- 
holders, 

The huge volume making up the report con- 
tains recommendations concerning a multitude 
of matters necessary to be disposed of in wind- 
Ing up the affairs of a company which had such 
a@ varied and hectic existence. 





UNITED FIDELITY LIFE 
Third Anniversary Convention Held in 
Dallas—Company Now Has Insurance 
in Force Totaling $15,000,000 


The third anniversary convention of agents 
and home office employees of the United Fidel- 
ity Life Insurance Company, Dallas, was re- 
cently held at the Hotel Adolphus in that city. 
Over 100 agents, executive officials and others 
were present and the gathering was the most 
successful yet held by the company. The en- 
tire morning of the convention was devoted to 
field and agency problems and at the luncheon, 
which was served immediately after the busi- 
ness sessions, D. Easley Waggoner, vice-presi- 
dent and general manager of the company, de- 
livered the address of welcome and pledged 
the company’s support to each and every agent 
present. Frank Reedy, director of the Pacific 
Coast Pyramid Tours, also spoke at the lunch- 
eon, following which the Pyramid Club offi- 
cers were elected for the coming year. 

A theater party in the afternoon and a ban- 
quet in the evening closed the convention. At 
the banquet, which was the biggest event of the 
entire meeting, President M. H. Wolfe, of the 
United Fidelity Life, spoke on the subject of 
monthly income insurance. Mr. Wolfe’s ad- 
dress dealt with the importance of guarantee- 
ing an income to beneficiaries and during the 
course of his speech he said: “Money or prop- 
erty given in one lump sum seldom proves a 
instead of being an asset it often 
This condition is brought 


blessing ; 
becomes a liability. 
about by the fact that only the few know how 
to use and spend money. Thirty-seven years 
in twentieth-century business life teaches me 
that money is tainted by the way it is spent 
rather than by the way it is made.” The final 
address of the evening was made by Thomas 
A. Knight, director of the company, on the 
topic “The Growth and Progress of the United 
Fidelity Life.’ The company, said Mr. Knight, 
has enjoyed the most consistent and gratifying 
erowth of any life insurance company in the 
South, for in the brief time of thirty-six months 
its insurance in force has grown from $272,500 
to approximately $15,000,000. Recent exami- 
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nations made by F. S. Withington, consulting 
actuary, showed that the financial condition of 
the United Fidelity was excellent and that the 
company was well and ably managed in every 
department of its affairs. 





A Record-Breaking Ten Months for the 
Edward A. Woods Company 

The following report of the Edward A. 
Woods Company of Pittsburgh, the largest life 
insurance agency of the world, representing the 
Equitable Life Assurance Society of the United 
States in 61 counties of Pennsylvania, Ohio 
and West Virginia, carries a message of in- 
spiration for those who are in the life insurnace 
business and for those who contemplate enter- 
ing it. 

The report shows that this agency has 144,424 
policies in force for $310,460,853. It needs no 
comment to establish that these two items are 
major economic factors in the immediate and 
potential wealth of the territory served, and a 
permanent and constructive factor in the com- 
munity’s thrift. 

The item of paid business for the last twelve 
months, amounting to $41,584,907, is clear in- 
dication of aggressive sales methods plus mass 
desire for life insurance. It is sound to con- 
clude that no sales organization, however 
capable, could place this amount of merchandise 
unless there was an inherent mass desire for 
it, a fact which should be noted carefully by 
new agents who are prone to be discouraged 
in their search for prospects. 

The item of $5,460,330 paid to policyholders 
in twelve months is used by the Woods or- 
ganization as an effective sales argument against 
the erroneous impression in the minds of some 
prospects that life insurance is a “die to win” 
proposition. 

Among the other outstanding features of 
this interesting report are its paid-for business 
in the last twelve months, $41,584,007; an in- 
crease of over $7,000,000 in paid-for business 
in ten months; an increase of forty in the num- 
ber of whole-time agents; decreases in 
declinations and forfeitures; and data showing 
the agency to have 185 full-time underwriters 
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Group, 
the Family 
and the Job 


W HEN a worker thinks about changing jobs, his family 

usually has something to say on the subject. Even more 
than the worker himself, his family appreciates the value of 
the worker’s Group Life Insurance Certificate. It is reason- 
able to suppose that other things being equal, the worker’s family 
will urge him to keep the job which will maintain this in- 
surance; rather than to take another job which carries no 
such protection for them. 


We know Group Insurance will help retain the better employees. 


Up-to-the-minute industry is turning toward Group Insurance as a 
necessary cog in the employment machine. Employers know more 
about it than ever before; interest is nation-wide. The Group market 
affords a wealth of untouched prospects—many in your territory. 
Develop them—write a case or two and have a treasure of prospects 
for your other lines to last throughout the coming year. If your com- 


pany doesn’t write Group, remember we do. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: Saint Louis 


pa Sa a ACCIDENT HEALTH GROUP 
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and an office force numbering 113. 
wnderwriters, 63 are women, who wrote 
053,253 of new business in ten months. 
There are 268 life insurance companies having 
ess business in force than the Woods agency. 

The Woods organization evidently believes 
in its own medicine, as is indicated by the fact 
that the total insurance carried by its agents 
amounts to over four millions of dollars. When 
men buy their own merchandise in such liberal 
quantities it is no wonder that they can carry 
the force of conviction to the public. Nor has 
the world’s biggest agency neglected the im- 
portance of women in its underwritings, which 
is shown by the fact that the women agents 
pid for more than two million of dollars dur- 
ing the first ten months of 1923. 


Biggest Meeting of Life Presidents 
(Continued from page 3) 

“Obedience to Law, a Fundamental of Life In- 
surance,” in which he showed that the life in- 
surance companies not only complied strictly 
with the requirements of law, but habitually 
endeavor to meet all the requirements of 
equity, even if they exceeded those of the law. 
Mr. Rhodes’ address was presented in THE 
SpecraToR last week. 

Mr. Duffield then called upon Joseph B. 
Reynolds, president of the American Life Con- 
vention, for remarks, and Mr. Reynolds re- 
ferred happily to the spirit of co-operation 
which has for many years governed the rela- 
tions between the two organizations. He 
stated that the ideals of the two organizations 
are similar, that there is a field of usefulness 
for both organizations, and that each can sup- 
plement and help the other. He pledged the 
American Life Convention to co-operate with 
the Association of Life Insurance Presidents, 
and then expressed his belief that there is room 
for sentiment in business. 


THE FINAL SESSION 


The final session, held Friday afternoon, was 
characterized chiefly by the address of Dr. H. 
A. Clowes of Indianapolis on the subject of 
“Insulin in Its Relation to Life Insurance.” 
Reports of this address are being withheld 
until they can be corrected by the author. 
Comment upon it will appear in a subsequent 
issue of THE SPECTATOR. 


The Honorable Louis Athanase David, secre- 
tary of the Province of Quebec, talked of the 
progress of his people from an educational and 
economic standpoint. He portrayed very 
clearly the present-day situation in Quebec. 

Points Out VALUE OF FARM MortTGAGES 

Lee A. Phillips, vice-president and treasurer 
of the Pacific Mutual Life Insurance Com- 
pany, addressed the association on the subject, 
“Farm Mortgages Not a Lien But a Support.” 
In this address he pointed out that the farmer 
is beginning to realize the value of credit, since 
there has been ample proof that farmers con- 
trolling sufficient capital have a much higher 
labor income than those who attempt to hold 
their farms without liens, but also without 
working capital for their With 
a complete realization of this fact, he pointed 
out, the farmer to the 
owners of farm mortgages as a distinct sup- 
port to their own support rather than a holder 
of a lien against their property. The changing 
viewpoint is one of great interest to life in- 
surance companies in view of their large hold- 
ings in farm mortgages. 

The final speaker was George B. Young, 
general counsel of the National Life Insurance 
Company of Vermont, who introduced some 
original statistics tending to show the econ- 
omic effect of State taxation of life insurance. 


operations. 


will come regard 


RESOLUTIONS PASSED 


The text of the resolutions passed is as fol- 
lows: 


Resotvep, That we heartily approve the 
plan for the reduction in taxes proposed by 
the Secretary of the Treasury and endorsed by 
the President, because it marks an appreciable 
reduction in Governmental expenditures and 
because it will reduce the cost of living of the 
average taxpayer and encourage the investment 
of capital in productive enterprises. 

FURTHER RESOLVED, That the Secretary of 
this association be and hereby is directed to 
transmit copies of the foregoing resolution to 
the Secretary of the United States Senate, to 
the Clerk of the House of Representatives, to 
the Honorable the Secretary of the Treasury, 
and to the President of the United States. 


Resotvep, That grateful acknowledgment 
is made to life insurance companies gen- 


erally, without distinction as to membership in 
this association, for their generous contribu- 
tions to the statistics, the use of which gave 





unlimited production. 


rights. 


such an agency. Address 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 


Exclusive, care of THE SPECTATOR 
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President 
HUTCHINSON KANSAS 
much added value to the technical papers 


presented. 

RESOLVED, That the addresses made at this 
the seventeenth annual convention of the 
association, were delightful, eloquent and in- 
structive, and of great public and scientific in- 
terest, and the association extends to each of 
the several speakers its sincere thanks and ap- 
preciation. The manager is hereby directed to 
cause these addresses to be published at length 
in the proceedings of this convention and to 
furnish printed copies thereof to the respective 


speakers. 
ResoLvep, That the unprecedentedly large 
attendance upon the sessions of this the 


seventeenth annual convention of the Associa- 
tion of Life Insurance Presidents, of officials 
of the general Government, State Insurance 
Superintendents and their staffs, insurance 
companies’ executives, policyholders, agents 
and representatives of the press, is a tribute 
to the great institution of life insurance and 
has been an inspiration to the speakers on our 
program and has contributed in a_ large 
measure to the success of these meetings. 

Resotvep, That the action of this asso- 
ciation at its fourteenth annual convention rel- 
ative to the selection and qualification of agents 
'e and the same hereby is reaffirmed. 

Such resolution, so reaffirmed, reads as fol- 
lows: 

RESOLVED, That the highest efficiency and 
maximum of service to policyholders is possible 
only through the co-operation of thoroughly 
competent and trustworthy agents; and that 
the responsibility for the ascertainment of 
trustworthiness and for the development of 
competency should rest upon the company by 
whom the agent is selected and equipped as 
its representative before the insuring public. 

Resotvep, That the members of _ this 
association assembled at its seventeenth annual 
convention hereby record their sense of per- 
sonal regret at the enforced absence of their 
esteemed associate, John M. Holcombe, presi- 
dent of the Phcenix Mutual Life Insurance 
Company of Hartford, and tender to him their 
message of hearty good-will, with their earnest 
wishes for his early recovery to normal health. 


MEMORIAL OF THE LATE GeorGE B. STADDEN OF 
SPRINGFIELD, ILLINOIS 

At an executive session of the Association 
of Life Insurance Presidents held this day, the 
secretary was directed to place the following 
minute upon the permanent records of the asso- 
ciation : 

Among the early members of the association 
was the Franklin Life Insurance Company of 
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BIGGER IN 1924? 


The plans you are making for 1924? Do you see yourself GROWING in 
earnings, in influence as an insurance merchant, and in broader usefulness, 


as a result of those plans? 


NATIONAL FIDELITY’S plans call for such growth and expansion, both for 
the company and for its partners in the selling organization. 


Liberalizing agents’ contracts which are already liberal; developing still further its sales promotion work (helping 
the salesman to find buyers and make sales); broadening and extending its already valuable Service to policy- 
holders, these and other NATIONAL FIDELITY plans will enable alert, progressive salesmen to grow with 


this growing company in 1924. 


Men whose recent records prove their ABILITY; whose business and personal 
HISTORY is completely clean; who know and like WORK, men who for legit- 
imate reasons comtemplate a change of associations, will profit by learning 
what we have to offer in Missouri, Kansas, Iowa, Illinois, Minnesota, South 
Dakota, Nebraska, Oklahoma and Texas. 


NATIONAL FIDELITY LIFE 


Insurance Company 
Ralph H. Rice, President 


Home Office: ~ 


Hansas City, Missouri 














On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 











Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 
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Springfield, Ill. The substantial and progres- 
sive record of this company was largely at- 
tributable to Mr. George B. Stadden, its late 
president, whom we seek to memoralize in these 
lines. res ‘ eines 

In his position of headship and responsibility, 
Mr. Stadden won and enjoyed the official and 
rersonal loyalty and esteem of those with whom 
he associated and with whom he was on terms 
of unusual intimacy. Equable in temperament, 
modest in human contact, unusually well bal- 
anced in judgment, the selection of Mr. Stad- 
den as president of the Franklin Life Insurance 
Company abundantly justified the wisdom of 
the company’s directors. While always giv- 
ing full measure of service to his company, he 
was generous of his talents, and where pos- 
sible, without detriment to official duties, gave 
time and strength freely to civic and social 
demands. 

His patriotic sentiments were exemplified by 
oficial position in the Sons of Veterans and 
in Red Cross responsibilities during the Great 
War. All who have been brought in contact 
with him will retain him in memory as kindly, 
wholesome and yet positive, willing to lead or 
assist. Invariably he considered the project 
which might be occupying his attention as more 
important than whether he should be accorded 
fyll encomium. It is worthy of note that he 
was the presiding officer at our convention held 
five years ago. 

To relatives, associates and friends of Mr. 
Stadden, wherever they may be, we extend our 
full measure of respect and appreciation. 


SoME OF THE REGISTRANTS 


A partial list of those registered follows: 


H. G. B. Alexander, president, Continental 
ance Company, Chicago, Ill.; R. H. Angell, president, 
Shenandoah Life Insurance Company, Roanoke, Va.; 
0. J. Arnold, secretary and actuary, Illinois Life In- 
surance Chicago, Tll.; George N. Ayres, 
vice-president, Central Life Insurance Company, Des 
Moines, Ia.; John Barker, vice-president and general 
counsel, Berkshire Life Pitts- 
field, Mass.; John T. Baxter, president, Northwestern 
National Life Insurance Company, Minneapolis, Minn.; 
Thomas W. 


Assur- 


Company, 


Insurance Company, 


Blackburn, secretary and counsel, Ameri 
can Life Convention, Omaha, Neb.; I. I. Boak, presi- 
dent, Woodmen of the World, Colo. ; 
A. Boissard, president, National Guardian Life Insur- 
ance Company, Madison, Wis.; Boone, 
dent, Midland Life Insurance Company, Kansas City, 
Mo.; Frederick A. Boyle, vice-president and treasurer, 
Louis 


Denver, Geo. 


Daniel presi- 


Prudential Insurance Company, Newark, N. J.; 
Breling, vice-president, The Union Central Life Insur- 
Wm. BroSmith, 
president and general counsel, The Travelers Insurance 
Hartford, Conn.; Chandler Bullock, vice 
president and general counsel, State Mutual Life As- 
surance Company, Worcester, Mass.; A. S. Burkart, 
vice-president, Conservative Life Insurance Company, 
South Bend, Ind.; Paul M. Burnett, president, Mutual 
Life Insurance Company of Baltimore, Baltimore, Md.; 
Frank Bushnell, vice-president, AStna Life Insurance 
Company, Hartford, Conn; Arthur E. Childs, president, 
The Columbia National Life 
Boston, Mass.; Arthur Coburn, 


ance Company, Cincinnati, O.; vice 


Company, 


Company, 


vice-president, North 


Tnsurance 


American Reassufance Company, New York city. 

George I. Cochran, president, Pacific Mutual Life 
Insurance Company, Los Angeles, Calif.: Charles F. 
Coffin, vice-president and general counsel, State Life 


Insurance C Arthur M. 


Collens, financial vice-president, Phoenix Mutual Life 


ompany, Indianapolis, Ind.; 


Insurance ( ompany, Tlartford, Conn.; Guy W. Cox, 
vice-president and general solicitor, John Hancock 
Mutual Life Insurance Company, Boston, Mass.; Rob- 


ert Lynn Cox 
Insurance ( 


second vice-president, Metropolitan Life 
New York city; Walton L. 
Hancock Mutual Life 
ance Company, Boston, Mass.: 
The Columbia Life 
0.; Wm. H, Davis, 
sel, Pacific Mutual Life 

Angeles, Calif.; Guilford A. 
Loan Life 


mpany, 


~ Y 
Crocker, president, Tohn Insur 


S. M. Cross, president, 
Cincinnati, 


Insurance Company, 


vice-president and general coun 


Insurance Company, Los 
Reserve 


Ind.; 


Deitch, counsel, 
Indianapolis, 


Insurance Company, 


David S. Dickinson, president, Mutual Life 
Insurance Company, Binghamton, N. Y.; J. N. Dooley, 
treasurer, Life 
Topeka, Kan.; Edward D. Duffield, president, Pruden- 
Newark, N. J.; James R. 
Inter-Southern Life Insurance Com- 
pany, Louisville, Ky. 

W. H. Penn Mutual Life 
Insurance Company, Philadelphia, Pa.; J. E. 
vice-president, Jefferson Standard Life Insurance Com- 


Security 


American Home Insurance Company, 


tial Insurance Fompany, 
Duffin, president, 
Kinksley, vice-president, 
Latham, 


pany, Queensboro, N. C.; Wm. A. Law, president, 
Penn Mutual Life Insurance Company, Philadelphia, 


Bankers 
Albert 
Life Insur- 


Pa.; H. K. Lindsley, president, Farmers and 
Life Insurance Company, Witchita, Kan.; M. 
Mutual 
ance Company, Philadelphia, Pa.; James Lee 


Linton, vice-president, Provident 
Loomis, 
vice-president, Connecticut Mutual Life Insurance Com- 
pany, Hartford, Conn.; T. E. Lovejoy, president, Man- 
hattan Life Insurance Company, New York city; J. S. 
McAnulty, Life Insurance 
Scranton, McClench, 


Company, 


Scranton Com- 


Wm. W. 


Insurance 


president, 
Pa.; 

Life 

Eugene J. 


pany, president, 


Massachusetts Springfield, 


Mass. ; McGivney, vice-president and gen- 


eral counsel, Pan-American Life Insurance Company, 
New Orleans, La.; T. B. Macaulay, president, Sun 
Life Assurance Company of Canada, Montreal, Can.; 


Charles S. 
Life Association, Toronto, Can. 

Robert J. Life and 
Accident Insurance Company, Chattanooga, Tenn.; Clif- 
Philadelphia Life Insurance 
Franklin B. 


Macdonald, general manager, Confederation 


Maclellan, president, Provident 


ton Maloney, president, 


Company, Philadelphia, Pa.; Mead, secre- 


tary and actuary, Lincoln National Life Insurance 
Company, Fort Wayne, Ind.; Henry Moir, president, 
United States Life Insurance Company, New York 
city; J. J. Mooney, president, Michigan Life Insur- 
ance Company, Detroit, Mich.; G. G. Moore, presi- 
dent, National Reserve Life Insurance Company, To- 
peka, Kan.; FE. Morwick, president, Canadian Life 


Underwriters Association, Hamilton, Ont., Can.; Henry 
S. Nollen, 

pany of Iowa, Des Moines, Ia.; M. E. 
dent, Detroit Life Insurance Company, Detroit, Mich.; 


president, Equitable Life Insurance Com- 


O’Brien, presi- 


Chas. A. Peabody, president, Mutual Life Insurance 
Company of New York, New York city; C. Petrus 
Peterson, general counsel, Bankers Life Insurance 


Company of Nebraska, Lincoln, Neb.; Lee A. Phillips, 
vice-president, Pacific Mutual Life Insurance Company, 
Los Angeles, Cal.. 

Julian Price, president, Jefferson Standard Life In- 
N. €.3 Reeves, 
Accident and Life In- 
Edward FE, 
Company, 


Greensboro, Henry 
Health, 
surance Company, Philadelphia, Pa.; 
general manager, London Life 
London, Can.; J. B. Reynolds, president, Kansas City 
Life Kansas City, Mo.; E. E. 
Rhodes, vice-president, Mutual Benefit Life Insurance 
Company, Newark, N. J.; Frederick H. Ecker, vice- 
Life, New York city; H. D. 
Edgerton, 3oston Mutual Life 
Company, Boston, Mass.; Haley Fiske, president, Metro- 
politan Life Insurance Company, New York city; 
Charles J. Forbes, president, The Old Dominion Com- 
pany, Cleveland, O.; Rupert F. president, The 
Old Life Insurance Company of Milwaukee, 
Wis.; Guy H. Life 
Insurance Company, Gladwin, 
New 


managing, di- 


surance Company, 
president, Industrial 
Reid, 
Insurance 


Insurance Company, 


president, Metropolitan 


president, Insurance 


Fry, 
America, 
vice-president, Equity 
Neb.; E. W. 


Company, 


Furness, 
Omaha, 
vice-president, Home Life Insurance 


York 


rector, 


citv; L. Goldman, president and 
North Life 
ronto, Can.; John K. Gore, vice-president and actuary, 
Prudential Life Newark, N. J.; 
Central Life 

Mo.; William J. 
Equitable Life 


Assurance Company, To 
} 


American 
Insurance Company, 


George Graham, vice-president, States 


Insurance Company, St. Louis, 


Graham, second vice-president, Insur- 
ance Society of United States, New York ci 
Gray, vice-president, Prudential Life 
pany, Newark, N. J.; E. 
Life 
Grimsley, 


Edward 





Insurance Com- 
P. Greenwood, president, Great 
Dallas, Tex.; 


president, Security Life Insurance 


Southern Insurance Company, 
George A, 
William Grossman, gen- 


Life 


Company, Greensboro, N. C.; 


eral counsel, Central States Insurance Company, 


St. Louis, Mo. 


Arthur F. Hall, president, Lincoln National Life, 
Fort Wayne, Ind.; Isaac Miller Hamilton, president, 
Federal Life Insurance Company, Chicago, Ill.; Nor- 
man B. Harris, president, Supreme Council of the 


Loyal Association, Jersey City, N. J.; Kirk Hawkins, 
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Association, Spring- 
Great Western 


president, Consumers Protective 


field, Mo.; H. B. 


Insurance 


Hawley, president, 


Iowa; Job FE. 


Company, Des Moines, 
Hedges, general counsel, Association of Life Insurance 
New York city; Heppenheimer, 
president, Colonial Life Insurance Company of Amer- 
J.; Walter C. Hill, vice-president, 
Company, Atlanta, Ga.; J. L. 
The Travelers Insurance Company, 
Wm. II. Hunt, president, Cleveland 
Life Insurance Company, Cleveland, Ohio; Alfred Hur- 
rell, Pru- 
dential Life Insurance Company, Newark, N. J.; Wm. 
A. Hutcheson, actuary, 
Mutual Life Insurance Company of New York, New 
York city; Francis V. Keesling, vice-president and gen- 
eral counsel, West Coast Life, San Francisco, Cal.; A. 
L. Key, vice-president and general manager, Volunteer 
Life, Chattanooga, Tenn.; J. M. Kirkpatrick, National 


Presidents, Ernest J. 
ica, Jersey City, N. 
Retail Credit 


vice-president, 


Howard, 
Hartford, Conn.; 
solicitor, 


second vice-president and general 


second vice-president and 


president, The Security Benefit Association, Topeka, 
Kan.; Ethelbert Ide Low, president-elect, Home Life 
Insurance Company, New York city; William FE. 
Taylor, second vice-president, Equitable Life Assur- 
ance Society, New York city; Harry Toulmin, vice- 
president, medical department, Penn Mutual Life In- 


surance Company, Philadelphia, Pa. 

president, Berkshire Life Insur- 
Pittsfield, Mass.; John L. Wakefield, 
vice-president and general counsel, John Hancock 
Mutual Life Insurance Company, Poston, Mass.; John 
Way, vice-president, Provident Mutual Life Insurance 
Company, Philadelphia, Pa.; Graham C. Wells, presi- 
dent, National Association of Life Underwriters, New 
York city; W. J. Williams, Western and 
Southern Life Insurance Company, Cincinnati, O.; H. 
S. Wilson, president, Bankers Life of Nebraska, Lin- 
coln, Neb.: Harry R. Wilson, Ameri- 
ean Central Life Insurance Company, Indianapolis, 
George B. Woods, president and managing 
director, Continental Life Insurance Company, To- 
ronto, Can.; Burton H. Wright, president, State Mutual 
Life Worcester, Mass.; George 
B. Young, National Life Insurance 
Company, Montpelier, Vt.; V. H. Young, president, 
Fraternal Aid Union, Lawrence, Kan.; H. G. Royer, 
president, Great Northern Life Insurance Company, 
Chicago, Ill.; John D. Sage, president, Union Central 
Life Insurance Fompany, Cincinnati, Ohio; Burton 
H. Saxton, president, Conservative Life Insurance 
Company of Iowa, Sioux City, Iowa; M. E. Singleton, 
president, Missouri State Life Insurance Company, St. 


George H. Tucker, 


Company, 


ance 


president, 


vice-president, 


Ind.; 


Assurance Company, 
general counsel, 


Louis, Mo.; A. S. Sorensen, president, Equity Life 
of Omaha, Omaha, Neb.; John W. Stedman, vice- 


president, Prudential Insurance Company of America, 
Newark, N. J.; W. 
ton Life Insurance Company Scranton, Pa.; H. W. 
Stickler, president, Midland Insurance 
Paul, Minn.; Henry S. Robinson, president, Conti- 
nental Mutual Life Company, Hartford, 
Conn.; John F. Roache, vice-president, Manhattan Life 
Insurance Company, New York city; Allen Hl. Rodes, 
president, Two Republics Life Insurance Company, El 
Paso, Tex.; W.. L. Life In- 
surance Company of Virginia, Richmond, Va. 


P. Stevens, vice-president Scran- 
Company, St. 


Insurance 


Rogerson, vice-president, 


W. F. Appel, vice-president, New England Mutual 
Life Insurance Company, Boston, Mass.; H. G. Arnold, 
first vice-president and counsel, Midland Mutual Life 


Insurance Company, Columbus, O.; M. PB. Brainard, 
president, Life Hartford, 
Conn.; Herbert C. Cox, president and general manager, 


/EXtna Insurance Company, 
Life Assurance Company, Toronto, Can.; Lee 
Life 


Estes, 


Canada 
manager, Guaranty 
[Insurance Towa; P. M. 

general counsel, Life and Casualty Insurance Company 
Nashville, Tenn.; Otis Hann, president, 


J. Dougherty, secretary and 


Company, Davenport, 


of Tennessee, 


The Otis Hann Company, Chicago, Ill.; T. Louis 
Hansen, vice-president, Guardian Life Insurance Com- 
pany of America, New York city; Carl Heye, presi- 


dent, Guardian Life Insurance Company of America, 
New York city; Fred A. Howland, president, National 


Life Insurance Company, Montpelier, Vt.; Darwin P. 


Kingsley, president, New York Life Insurance Com- 
pany, New York city; Wm. R. Malone, president, 
Postal Life Insurance Company, New York city; R. 


M. Malpas, president, Reinsurance Life Company, New 
York Robert J. Merrell, United 


(Continued on page 37) 


city; vice-president, 








THE SPECTATGR 

















Thursday 


——$——_— 











AGENTS WANTED! 

















J. C. Stribling, President 


For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. M. Yoes, Secretary 



























PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 

















(In Press) 
A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains numerous original canvassing plans 
contributed by successful agents, and others in Gen- 
eral Use. 

This valuable aid to salesmanship is divided into 
fifteen chapters, each dealing with certain phases of 
the art and practice of selling life insurance, and it 
also contains 
Several Examples of Insurance Needs and How 

to Provide for Them 


This book is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 
THE SPECTATOR COMPANY 


Publishers 
CHICAGO NEW YORK 
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Colonel Francis R. Stoddard, Jr.. Superin- 
tendent of Insurance of New York State, is 
shortly to receive the “official ax,” as the saying 
goes, and unless there is a spring meeting of 
the National Convention of Insurance Com- 
missioners, he has attended the last session of 
that body. The Colonel developed rapidly in 
the counsels of that organization and is now 
chairman of the executive committee and a 
member of several other committees. In a 
very short time he has proved himself an 
extraordinarily powerful figure and his works 
will be remembered long after his retirement. 
Mr. Stoddard stands out particularly for the 
sincerity manifested in his every action. 

kok * 

The decision of the Commissioners to hold 
the next meeting in Seattle, Wash., during the 
week of July 27, 1024, was not only a com- 
pliment to H. O. Fishback of that State, presi- 
dent of the convention, but appeared to have the 
support of every representative present. In 
his closing remarks last Wednesday, Mr. Fish- 
back painted an attractive word-picture of the 
entertainment which had been arranged for 
that gathering. An over-night trip into Rainier 
Park and a boat ride along Puget Sound to 
Victoria, B. C., were outlined by the speaker, 
who proposed that the business sessions be 
opened promptly on Monday of the convention 
week in order that the affairs on hand at the 
time could receive full consideration. 

x Ok Ok 

The vindication of the appointment of Clar- 
ence W. Hobbs, former Commissioner of Mass- 
achusetts, as special representative of the con- 
vention to the National Council on Compensa- 
tion Insurance was one of the high spots of the 
* sessions. The members. present heartily 

endorsed his accession to the post and in no 

uncertain terms expressed their satisfaction at 

the action of the committee which had so hon- 

ored him. Mr. Hobbs’ known ability and recog- 

nized intergrity were championed on every side 

despite the slight interference which threatened. 
* ok 


| 


The Commissioners, returning to their sev- 
eral States. were indebted to Insurance Com- 
missioner Burt A. Miller of Washington, D. C.. 
1S for the honor of an interview with President 


n- Coolidge. Mr. Miller telephoned to, the Presi- 

dent’s secretary and arranged for the audience, 
to which took place last Saturday morning. The 
of home-hound Commissioners and others met in 
it the offices of William Montgomery, president 


of the Acacia Mutual Life, and by him were 
escorted to the Capitol. Commissioner Miller 


Ww wel es 

relinquished the privilege of personally con- 
or ducting the party because of business affairs 
sd which demanded his absence, but his fore- 


thought in making the interview with the 
§ President possible was greatly appreciated by 
all those who availed themselves of the oppor- 


tunity to greet the Nation’s chief. 
* * 


Col. Joseph Button, Insurance Commissioner 
of Virginia and a leading figure of the Na- 
tional Convention of Insurance Commissioners, 
despite the fact that now and again he became 











the target of the reactionaries, lost none of 
that polished suavity for which the gentlemen 
from his State are noted. The Colonel has 
long and faithfully served the public, the State 
and the insurance companies but, not satisfied 
with a record of progressive achievement, he 
always strives to quit each Commissioners’ meet- 
ing with the knowledge that some new for- 
ward step has been taken. Even the few who 
disagree with his views admire his courage 
and the sincerity of his purpose. His sense 
of humor is keen enough to permit him to 
laugh with his opponents as well as at them. 
x *k Ox 

The Commissioners and their wives were en- 
tertained by Col. and Mrs. Francis R. Stod- 
dard, Jr., at an informal tea given by the New 
York Superintendent of Insurance at his home 
last Wednesday afternoon. Among those pres- 
ent was noted Judge Scott of Texas, whose in- 
surance decisions are frequently referred to 
for the clarity of their reasoning and the 
soundness of their conclusions. T. E. Braniff, 
head of the T. E. Braniff Company, general 
agents in Oklahoma City, was also among the 
guests received by Mrs. Stoddard. Mr. Braniff’s 
agency has become a prominent factor in West- 
ern and Middle Western territory and the ad- 
vertisements which he has written for the 
Maryland Casualty Company, one of the or- 
ganizations his firm represents, have attracted 
widespread attention and favorable comment. 

* * * 

Insurance Commissioner Luning, Florida, in 
supporting the opposition to the Hyde proposal 
at the meeting last week, stated the facts very 
succinctly when he said: “There is no reason 
to upset and disrupt present conditions in order 
to make possible the investigation of methods 
for determining fire insurance companies’ under- 
writing profits. The investigation can be car- 
ried out until such time as sufficient data is 
available for submission to this body and we 
can then settle on whether the old agreement 
is fair or not. But, meanwhile, any overthrow 
of the present agreement would only result in 
confusion and in unnecessary expense to the 
companies.” 

* * * 

Commissioner Howard P. Dunham has a 
reputation for carefully considering his remarks 
before their utterance. He is not heard from 
tha floor as often as some of his colleagues but 
when he does speak his words are brief and 
to the point. 

x *k Ok 

Thomas W. Blackburn, secretary and gen- 
eral counsel for the American Life Convention, 
was among those present, as he always is, at 
the Astor last week. Mr. Blackburn announced 
that the convention’s next meeting will he in 
New Orleans. October 13 to 17, inclusive. 

x ok * 

The National Association of Insurance 
Agents had an executive committee meeting at 
the hotel during the Commissioners’ meeting, 
but, as has been pointed out by another ob- 
server, they probably had some interests there 
outside of their own meeting. Particularly 
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REMARKS AND OTHER THINGS 


noted were Walter H. Bennett, Thomas Mof- 
fatt, A. B. Chapman and Thomas Braniff. 
Speaking about the Union-Bureau break, Mr. 
Bennett said that the agents expected to take 
further action, but he did not know what it 
would be. 


x *k * 
As chairman of the Association of Life 
Insurance Presidents, Edward D. Duffield, 


president of the Prudential Insurance Com- 
pany of America, made an excellent impres- 
sion. A strong Princetonian, Mr. Duffield re- 
ferred on several occasions to a most remark- 
able change of viewpoint on the part of the 
graduate, undergraduate and pedagogic bodies, 
namely, from one largely having to do with 
athletics to one of loftier purpose, although 
just what that lofty purpose may be is a 
mystery as yet unrevealed. For certain reasons 
which will not be mentioned here, the writer 
wishes that Mr. Duffield had enlightened him 


somewhat earlier in the football season. 
* * 
One of the things which seems rather 


anomalous about the so-called “Thrift Lunch- 
eon” of the Association of Life Insurance 
Presidents is its total lack of thriftiness. 


Biggest Meeting of Life Presidents 
(Continued from page 35) 


Life and Accident Insurance Company, Concord, N. H.; 
Charles A. Moore, vice-president and manager, The 
Liberty Life Insurance Company, Topeka, Kan.; Wins- 
low Russell, vice-president and agency manager, 
Phoenix Mutual Life Insurance Company, Hartford, 
Conn.: George W. Smith, vice-president, New Eng- 
land Mutual Life Insurance Company, Boston, Mass.; 
J. V. E. Westfall, vice-president, Equitable Life Assur- 
ance Society, New York city. 

Geo. L. Williams, vice-president, Union Central Life 
Insurance Company, Cincinnati, 0.; W. H. Woods. 
president, Illinois Bankers Life Association, Monmouth, 
Ill.; Herbert M. Woollen, American Cen- 
tral Life Insurance Company, Indianapolis, Ind.; Fred- 
erick L. Allen, general solicitor, Mutual Life Insur- 
ance Company, New York city; John C. Maginnis, 
president, Eureka Life Insurance Company, Baltimore, 
Md.: Charles I. Mettleship, second vice-president, 
Colonial Life Insurance Company, Jersey City, N. J.; 
H. H. Stryker, president, First Reinsurance Com- 
pany of Hartford, Hartford, Conn.; Hon. James W. 
Wadsworth, Jr., United States Senator from New 
York. Mount Morris, New York; Basil S. Walsh, 
president, Home Life Insurance Company of America, 
Philadelphia, Pa.. 


president, 


Life and Casualty Examined 


At the close of a recent examination by the 
Insurance Department of the District of Co- 
lumbia, Burt A. Miller, superintendent, of the 
Life and Casualty Company of Tennessee, the 
examiner made, among others, the following 
comments concerning the operations of the com- 


pany. 

Tt is now operating in the States of Alabama, 
Arkansas. Florida, Georgia, Louisiana, Mississippi, 
North Carolina, South Carolina, Tennessee, Virginia 
and the District of Columbia. The company issues 


policies covering life, accident and health insurance 
and the business is conducted chiefly on the industrial 
plan. However, in May, 1919, an ordinary depart- 
ment was established and since that time the amount 
of insurance in force has increased very rapidly. 








THE SPECTATOR 





Thursday 














WANTED 


Managers for These Important Districts 


KANSAS, EASTERN MISSOURI 
Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. 
Tf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 


HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


Premiums received during the year 1922..............sc00. $7,369,835 

Payments to Policyholders and their beneficiaries in Death : 
Claims, Endowments, Dividends, Etc...........sceeeees 5,400,769 

Amount added to the Insurance Reserve Funds............. 2,206'762 

Net Interest Income from Investment..............eeeeee 2,110,923 

722,352 in excess of the amount required to maintain the ‘ 

reserve) 

Actual mortality experience 52.87% of the amount expected. 

PIMMMUIE ME RIO 5. o's5 5 oa: 5.6.0.5. 0a sso oee Side One doe lee oae $232,163,052 

OMRON EN 5 (50s 'c sgra x 'aruleinleSNio ula. Civ e SIE AEE 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents . 
56 BROADWAY NEW YORK 











INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. ‘The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It isan exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS Mo. 


*“*A World of Strength”’ 











Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Six Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 


Low Rates— High Profits 


explain why The Great-West Life Assurance Company is the 
greatest financial institution in Western Canada. $50,000,- 
000 of the finest assets on earth are behind every dollar en- 
trusted to its care. 


The Great-West Life Assurance Company 
HEAD OFFICE—WINNIPEG 














SETI RE gis 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
iMinois and Missouri with direct Home Office contracts. Liberal 
yoticies = 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the World 


A “‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 251,000 

The Reserve Fund is over $17,000,000 

Its Business Standing is of the Best 

Gives Safe Protection toWomen and the Children of its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rese Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE ‘ 
Supreme Record Keeper, Port Huren, Mich 





MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 





GRAND RAPIDS LABEL CO. 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 




















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE COMPANY. 


| THEMANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr.,President JOHN M. SMULLIN, Secretaty 
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AUTOMOBILE COLLISION 


Evidence on trial held to show that the 
plaintiff was driving in violation of law or 
contrary to the rules of the road within 
the meaning of the provisions of an auto- 
mobile collision insurance policy and 
exempting the insurer from liability under 
such circumstances. 

The plaintiff, an automobile owner, on 
November 29, 1920, insured with defendant for 
an amount of $1000 against various kinds of 
actual loss resulting by another 


loss, including “ 


autemobile running into said automobile, not 
exceeding the total sum of $500.” During the 
life of the policy, while the insured was driv- 
ing his car upon a public highway with a pas- 
senger and attempting to pass a Ford truck 
going in the same direction, a collision took 
place between his car and a Cadillac hearse 
automobile coming from the opposite direction, 
resulting in the insured’s car being seriously 
damaged. The defendant insurance company 
refused to pay the plaintiff's claim of loss on 
the ground that he was operating his car in 
violation of the law of the State and the rules 
of the road, which was the cause of the acci- 
dent. The policy provided as follows: 

“There shall be no liability on the part of 
this company under this policy, unless the 
driver shall comply with the State and munici- 
pal iaw where such automobile is being driven. 
This company shall not be liable 
hereunder for any claim arising while the auto- 
mebile described herein is being operated in any 
race or speed contest, or while being operated 
by any one in violation of law or contrary to 
the rules of the road, or while drunk or in- 
toxicated. * * Any violation of the con- 
ditiors hereof by the assured shall constitute 
forfeiture of any rights of the assured here- 
under,” 

The testimony showed that while the plaintiff 
was attempting to pass a Ford car immediately 
ahead of him, he saw the hearse automobile 
comng towards him. Plaintiff, instead of 
dropping back behind the Ford truck, guided 
his car over to the left side of the road, where 
it collided with the hearse. The plaintiff con- 
tinued his course on the wrong side of the 
road, assumed the risk, and a collision with 
the approaching car followed. The State laws 
of the road applicable here are found in sec- 
tion 4592 and chapter 86 of Vol. 1 Comp. Laws 
1915, and were presumed to be known by all 
automobile drivers. The law is explicit and 
clear. It was not unlawful for the plaintiff's 
car to be driven in the center of the highway, 
Provided it was seasonably turned to the right 
of the road, but this the plaintiff failed to do, 
losing his head in the emergency. 

These facts show that the accident while the 
Insured was “driving in violation of law or 
contrary to the rules of the road,” had, by 
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TRSUTATICC L 


By Joseph @. Seller of the New Yérk Bar 











the provisions of the policy, forfeited the in- 
sured’s rights thereunder. Judgment for the 
plaintiff reversed and a new trial granted. 
Ross v. Michigan Mutual Auto. Ins. Co. 
(Supreme Court of Michigan, 195 Northwest- 


ern Reporter, page). 


AUTOMOBILE THEFT 


Untrue statement as to the factory num- 
ber of insured automobile held not within 
statutory provision that statements of in- 
sured shall be considered representations 
and not warranties. Whether a represen- 
tation in an application for an insurance 
policy is made and the terms on which it is 
made are questions for the jury; but when 
proved, its materiality is for the court to 
decide. A warranty in a policy covering 
theft of an automobile that the automobile 
was new is material to the risk, and if the 
car was not in fact a new car, there could 
be no recovery. It was error to refuse to 
instruct that plaintiff could not recover, un- 
less he showed by a preponderance of the 
evidence that he was the sole and uncon- 
ditional owner of the automobile. 

On September 21, 1920, the plaintiff purchased 
in Philadelphia, Pa., a four-passenger phaeton 
Hudson automobile. The bill of sale described 
the motor number to be 87382, 
purchase price as $2850 in cash. 


and stated the 
The speed- 
ometer on the car at time of purchase indicated 
Without regis- 
tering his title in Pennsylvania, the plaintiff 


that it had been run 600 miles. 
drove the car to Baltimore and shipped it to 
Norfolk, where on January 15, 1921, he insured 
it for one year against loss by fire and theft 
for the amount of $2000. In his policy, the 
insured warranted the factory number of the 
car to be 87382, and that the car was new. On 
May 11, 1921, the automobile was stolen from 
in front of the Strand Hotel, in Newport News, 
Va., and had not been heard from since that 
time. 

On trial, there was a verdict and judgment 
in favor of the plaintiff for the sum of $2000 
and this writ of error is brought to that judg- 
ment. The defendant that the trial 
judge committed error in admitting certain evi- 


claims 


dence, in misdirecting the jury and in giving 
and refusing certain instructions to the jury. 

The plaintiff claimed that section 4220 of 
the code destroyed the effect of the warranties 
stated in the insured’s policy. This section is 
as follows: 

“When Answers or Statements of Applicant 
Not to Bar Recovery on Policy.—QAll state- 
ments, declarations and descriptions in any ap- 
plication for a policy of insurance shall he 
deemed representations and not warranties, and 
no statement in such application or in any 
affidavit made before or after loss under the 
policy, shall bar a recovery upon a policy of 
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insurance, or be construed as a warranty, any- 
thing in the policy to the contrary notwith- 
standing, unless it be clearly proved that such 
answer or statement was material to the risk 
when assumed and was untrue.” 

In this case there was no written application 
signed by the insured. He asked the agent for 
the insurance and in answer to questions gave 
the agent a card from the office of the Secretary 
of State from which to obtain the description 
necessary to make out the policy. The agent 
had seen the insured driving the car along the 
streets of Norfolk but had not inspected the 
cai, relying on the truth of the facts furnished 
him by the insured. 

The uncontradicted evidence on the trial was 
that there is no duplication of numbers, either 
factcry or motor numbers of the Hudson auto- 
moniles, that factory number and serial num- 
ber are one and the same and that no automo- 
bile with factory number 87382 had ever been 
manufactured by the Hudson Motor Car Com- 
pany; that motor number 87382 was installed 
in a four-passenger coupe, with factory num- 
ber 10-0-50454, the ownership of which was 
traced from the Hudson Motor Company to the 
Lu Will Printing Company, the present owner, 
and that the motor number 87382 thereon 
showed no sign of having been tampered with. 
The evidence further showed that in tracing 
stolen cars it is very material to have the right 
number, whether motor or factory number and 
that without it the car cannot be identified— 
and that to give the factory number for the 
motor number is not sufficient for purposes of 
identification. 

The effect of a warranty in a contract of in- 
surance is clearly stated in 2 Cooley’s Briefs on 
Insurance at page 1127: 

“A warranty in the law of insurance may 
be defined as a statement or stipulation in the 
policy as to the existence of a fact or a condi- 
tion of the subject of the insurance which, if 
untrse, will prevent the policy from attaching 
as the contract of the insurer.” 

In t May on Insurance the law is stated as 
follows: 

“An express warranty is a stipulation inserted 
in writing on the face of the policy, on the 
literal truth of fulfillment of which the validity 
of the entire contract depends. * * * Bya 
warranty the insured stipulates for the abso- 
lute truth of the statement made, and the strict 
compliance with some promised line of con- 
duct, upon penalty of forfeiture of his right 
to recover in case of loss, should that state- 
ment prove untrue, or the course of the con- 
duct promised be unfulfilled.” 

Whether a representation is made and its 
terms are questions of fact for the jury, but, 
when made, its materiality is for the court to 
decide. It clearly appears that the representa- 
tion that the factory number was 87382 was 
made and relied on by the defendant and that 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75"Maiden Lane New York City 
Telephone Beekman 3461 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford § Nationsl-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidehity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa. 














PI ae 
LEO H. WALDMAN 





3 Cedar St. 


JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 
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JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


Actuarial 
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FJAMES H. WASHBURN, F.A.LA 
ie CONSULTING ACTUARY 
FE INSURANCE—Ordinary, | 
Group, Industrial and Special Chests 
WORKMEN’S COMPENSATION — 


Expert Advice on Domestic, Tr 
Semi-Tropical Busines: 


Cable Address: Gertract, New York 
NEW YORK City 


165 BROADWAY 
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GEORGE B. BUCK 
ACTUARY 


Specializing in 
Benefit and Pension Fu 


25 FRANKFORT ST. 


Employees’ 


NEW YORK 
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T. J. McCOMB 


CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 











F. M. SPEAKMAN, C. P. A. 


CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
PHILADELPHI, 


THE BOURSE 




















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. §. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 





—===———— 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 

















50 BROAD STREET NEW YORK 
MILES M. DAWSO: & SON 
CONSULTING 
ACTUARIES 
National Association Bldg., 36 W. 44th St. 
NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 














Joseph H. Woodward 
Harwood E. 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


43 Cedar Street, New York 


Richard Fondiller 
an 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service”’ 


10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, 
10 Jackson Place, N.W. 


Independent Life Building 


TENNESSEE 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA. 


502 Forsyth Bldg. 











L. A. GLOVER & 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


Successors to 


Marcus Gunn, Consulting Actuary 


CO. 
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Consulting Engineers 





me 











FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 


HOME OFFICE BUILDINGS 


Full Architectural and Engineering 


Services Available 
37 WALL ST. Tel. HANOVER 6718 NEW 





YORK CITY. 
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Statisticians 
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STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 























Whitehall 20 Vesey Street 
7796 New York 
Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 











sirable. 
Phone: JOHN 1090 
50 John St. New York City 
it was untrue. The uncontradicted evidence 


is that the defendant would not have issued the 
policy if the agent had known that the factory 
numver of the car had not been correctly given. 
The correct factory number of the car was 
material to the risk for many reasons. 

The policy provided that it shall be void 
if the interest of the insured in the property 
is other than unconditional and sole owner- 
ship. With the correct factory number, the 
defendant could have traced the car from the 
factory and thus ascertained whether it had 
heen theretofore stolen. If stolen, the company 
would have a complete defense to the policy. 
The rate charged for insurance on second-hand 
cars is higher than on new cars, and with the 
correct factory number, the defendant could 
get in touch with the manufacturers, secure 
the numbers of the transmission, clutch and 
other component parts of the car and trace it 
through various purchasers and thus discover 
whether the car was new or second-hand. 
Quick action and correct information are neces- 
sary to recover a stolen car and thus reduce 
the liability of the company. 

The court erred in giving the following in- 
struction to the jury: 

‘The court instructs the jury that if they be- 
lieve from thé evidence that the motor number 
of plaintiff's automobile was 87382, and that 
he represented to the defendant this number as 
the factory number of said automobile, instead 
of the motor number, then such representation 
Shot material, and if you further believe from 
the evidence that the plaintiff was the owner of 
the Hudson phaeton type automobile described 
m the policy of insurance, and that he insured 


‘ame with the defendant company, and that 





said car was stolen, you should find for the 
plaintiff.” 
The court also erred in refusing to give the 


following instructions requested by the de- 
fendant: 
“III. The court instructs the jury that the 


warranties contained in the policy shown in 
evidence, that the factory number of the auto- 
mobile insured was 87382, and that it was a 
when insured, are facts which the 
plaintiff warranted to be true, and unless they 
are true, the plaintiff cannot recover on this 
action. 

“V1. The court further instructs the jury 
that the plaintiff cannot recover in this action 
uniess and until he shows by a preponderance 


new car 


of the evidence that he was a sole and uncon- 
ditional owner of the automobile alleged to 
have been stolen, and if the jury believe from 
the evidence that he was not the sole and un- 
conditional owner thereof, they must find for 
the defendant.” 

The policy was void hecause of the false 
warranties and there can be no recovery there- 
under. 

Judgment will be reversed and final judgment 
entered here for the defendant. 

North River Ins. Co. vs. Atkinson (Supreme 
Court of Appeals of Virginia), 119 Southeast- 
ern Rep. 46. 


Will Direct Exchange of Ideas 


Leon A. Soper, president of the Insurance 
Advertising Conference, has announced the com- 
mittee for working out the plan to exchange 
advertising methods and practices between the 
sessions of the annual conference. W. L. 
Randall will be chairman and with him will 
be associated C. J. Fitzpatrick of the United 
States Fidelity and Guaranty Company, 
Leonard C. John, Guardian Life Insurance 
Company; A. D. Lange, Firemans Fund In- 
surance Company. 

Plans are also under way for the establish- 
ment of a regular bulletin service by this com- 
mittee. These plans will be presented at the 
next meeting of the executive committee, which 


‘will be held in New York early in January. 


The exact time and place will be announced 
later. 


Death of Helen Louise Cartwright 

The sympathy of all insurance men will go 
out to C. M. Cartwright, managing editor of 
The National Underwriter, in connection with 
the loss of his daughter, Helen Louise Cart- 
wright, who died last week at the home of her 
parents in Evanston. An illness of several 
weeks, during which time she was 
from typhoid fever, was followed by meningitis. 
Funeral services were held at the home and 
conducted by Dr. William A. Cooledge of the 
Union Church of Kenilworth, who was assisted 
by the Rev. J. J. Steffens of St. Matthew’s 
Episcopal Church of Evanston. Miss Cart- 
wright would have been sixteen years old on 
January 23 next and had spent three years 
in the Roycemore School for Girls at Evanston 
and then entered the Evanston High School, 
where she was a junior. 
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suffering 


Suits to Cancel Life Policies After the 
Death of the Insured During the 
Contestable Period 


3v W. R. Kine of the Omaha Bar 
Editor, American Life Convention Legal 
Bulletin 


The decision of the Supreme Court of the 
United States in the case of Mutual Life In- 
surance Company vs. Hurni Packing Com+ 
pany, handed down November 12 last, while 
unfavorable to the contentions of counsel for 
the insurance company in that particular case, 
contains much that is favorable to the interests 
of insurers generally. 

For a long time there has great 
diversity of opinion among courts and lawyers 
as to whether the death of the insured within 
the contestable period so fixes the rights of 
the parties as to suspend the operation of the 
incontestable clause and to enable the insurer, 
upon the discovery of fraud thereafter, to 
await the institution of an action on the policy 
by the beneficiary, or whether affirmative ac- 
tion on the part of the company by a suit to 
cancel the policy is necessary before the period 
expires. The choice between these two courses 
of action has presented a dilemma to lawyers 
because of the technical difference in the forms 
of action between a suit on a policy by the 
beneficiary and a suit to cancel it by the com- 
pany, the one being a suit at law and the other 
in equity and available only where the remedy 
at law on account of extraordinary circum- 
stances is inadequate, the one triable by a jury 
and the other by a judge without a jury. 

The recent decision in the Hunri Packing 
Company case probably settles beyond contro- 
versy that the insurance company must take 
some action in the nature of a contest before 
the end of the contestable period, or it will 
be liable on the policy regardless of fraud in 
its procurement. At least this is true where 
the clause reads that the policy shall be in- 
contestable after a certain period of time. 
Where it contains the words “in force” as in 
some cases cited to the court the decision ex- 


been a 


pressly reserves judgment. 


Transferred to Philadelphia 


On December 4, Edward J. Herbst of The 
American of Newark, was transferred from 
their home office loss department to the com- 
pany’s Philadelphia adjustment office at 419 
Walnut Street, Philadelphia—Edgar D. Elder 
being The American’s adjuster for that terri- 
tory. He will have charge of the office and 
assist Mr. Elder. Mr. Herbst had been with 
the home office of the company for over thir- 


teen years. 


Dinner to S. W. McCulloch 


The Insurance Association of Central Penn- 
sylvania will hold a dinner in honor of Insur- 
ance Commissioner Samuel W. McCulloch of 
Pennsylvania, at the Penn-Harris Hotel, Har- 
risburg, Friday evening. 

Speakers for the occasion will be Thomas 
B. Donaldson, former Commissioner of Penn- 
sylvania, and Edson S. Lott, president of the 
United States Casualty Company. 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 

















ACACIA MUTUAL LIFE ASSOCIATION 


Formerly the Masonic Mutual Life Assn. of the D. of C. 


Insurance in Force Over $135,000,000.00 
Assets Over $8,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commissions 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 














Homer Building Washington, D. C. 








THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Directo, 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 








HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America’’ 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement : 























NEW and up to date policy 
contracts. REAL SERVICE 
to Policyholdersand Agents. 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 
NOT SO BIG to lose sight of 
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fa = = individual Agents, and big 
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Z and Policyholders satisfac= 

Of nsurance ompany torily. SOME GOOD terri- 


tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 














TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 





INSURANCE: 


A Practical Exposition for the} 


Student and Business Man 
By T. E. Youne, B.A., F.R.AS. 





Third Edition—Revised and Enlarged 





Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance 
specially adapted for the use of the underwriter, student and busi. 
ness man. It has been adopted as a text-book by Yale University, 
In the Tu1rD Ep:rTion the author has taken pains to elaborate the | 
work, more particularly in reference to his own views upon the } 
limitation of risks, while a simple explanation has been furnished of | 
the force of mortality. 

$3.25 


Price, Third Edition, 424 pages - 








Insurance Office Organization | 


Managements and Accounts | 
By T. E. Younc, B.A., F.R.A.S., and RicHARD Masters, A.C.A, [7 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper Jj 
organization and conduct of an insurance company. In it Mr, J 
YOUNG points out the best methods to be followed in the formation ff 
and management of an insurance company’s staff, and the most ff 
systematic and economical administration of its business, The J) 
practical features relating to the operation of a company are com: 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr, 
YouNG, and are elaborated in succeeding chapters by Mr. Masters, 
The general, life, fire,smarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im. 
prove present bookkeeping methods. It contains 150 pages and ig J 
bound in cloth, i 








I EN RATE LE STEER NST Te TI Tape 


Price, post paid, $2.00 


Principles of Insurance. By J. E. Exe. A book which} 
will aid in a clear understanding of the principles and practices of}; 
accident, fire, marine and life insurance. 

Price, post paid, $1.50. 





‘ 


Accountancy. By Francis W. Pixtey. An entirely new | 
work dealing wich Accountancy from a theoretical and practical} 
point of view. The latest exposition of the science. 318 pages, }) 
cloth. Price, post paid, $2.40 | 

=e ee | 

Pitmans Secretary’s Handbook. A complete secretary} 
manual prepared by HERBERT E. BLAIN. It covers secretarial] 
work thoroughly for public and private institutions and for indir 
viduals. (Second Edition, revised, omitting joint stock secretaty- 


ships.) Price, post paid, $2.50 





Principles of Marine Law. By LAwrence DucKkworts. Ag 
knowledge of Marine Law is of the utmost importance to all those] 
who are in any way connected with marine insurance or the ship 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 





By LAWRENCE iy” 
DicKsEE, M.Com., F.C.A., and H. E. BLatn. This volume givesii 
detail, with the aid of specially selected illustrations and copies 
actual business forms, a complete description of management ang) 
organization under the most improved and up-to-date methot 
315 pages, cloth. i 


Office Organization and Management. 


Price, post paid, $3.00 
SOLE SELLING AGENTS of the above works for the Insurance 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET | 
INSURANCE EXCHANGE NEW YORK 
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